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What’s Good for Fall? 


Merchant Leaders All Over the Country Tell What 
They Will Show First for New Season 


N response to the ever im- 
l portant question of what will 

sell at the beginning of a new 
season, the Boot and Shoe Re- 
corder presents herewith a tele- 
graphic survey of the country, in 
which merchants in all parts of the 
United States wire their views of 
the situation... These merchants 
were asked to give information con- 
cerning the styles, patterns and 
materials which they will show first 
for fall and the business outlook 
in their immediate vicinity. 
Here are their tele- 


For fall opening women’s styles, 
patterns, regent—pumps and dor- 
says; one straps, fancy oxford ef- 
fects in welts. Materials, patent, 
black or brown suede, black or 
brown alligator, and lizards, brown 
kid, matt kid, and gunmetal. Out- 
look for fall, patent, black or brown 
suede, brown kid or gunmetal. 

C. S. Wills, 
San Francisco, Cal. 


Consider strap effects best. Step- 


ins second, especially Regents. Ties, 
third. For fall, patent best, satin 
good, dark browns good, dark blue 
a factor. All patterns plain, narrow 
straps for high heels, wide straps 
for box heels. This week have suc- 
cessfully exploited Russian Boots. 


August business very satisfactory. 


H. J. Teets, 


The Denver Dry Goods Co., 
Denver, Colo. 
Selling now, snake skins and alli- 
gators, medium vamp, high 
heel in checker shoes; box 








grams, hot off the wires: 

For fall opening we are 
showing in regular lines, 
frst, patent leather; 
second, stroller tan and 
prairie tan kid; _ third, 
black satin; fourth, matt 
and glazed kid. We are 
showing in high style 
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MR. RETAIL MERCHANT, 


heel patent, big patterns in 
strap with medium vamp, 
18/8 heels. Plain effects 
best seller. Patent opera 
pump better every season. 
Suédes will not be a big 
seller here. 
F. P. Meyer, 


novelties black and brown 
genuine reptiles, black and 
brown ooze, gunmetal silk, 
and bronze silk, pearl. Our 
choice of patterns: first, 
pumps and_ step - ins; 
second, straps; third, ties 
and oxfords. August sales 
way ahead of last year. 
- Recent advances in crop 
prices confirm our belief 
that this fall will be the 
best we have ever expe- 
rienced. 


Krupp & Tuffly, Inc., 
Houston, Tex. 








ANYTOWN, U. S. A. 


IN MATERIALS, PATENT LEATHER IS THE 
FIRST CHOICE OF MOST MERCHANTS FOR 
INITIAL FALL SHOWING. TAN AND BROWN 
KID SEEM TO BE THE SECOND CHOICE. 
GENUINE REPTILES HAVE A PROMINENT 
PLACE AND SATINS ARE GIVEN MORE CON- 
SIDERATION THAN FOR SOME TIME PAST. 
IN PATTERNS, THE ONE-STRAP SEEMS TO 
HAVE AN EDGE ON OTHER TYPES OF SHOES. 
FANCY OXFORDS ARE CHOSEN BY MANY 
FOR EITHER FIRST OR SECOND CHOICE. 
PUMPS ARE EXPECTED TO BE HIGH UP IN 
THE SELLING SCALE. ALL MERCHANTS 
STRESS PLAINER PATTERNS AND MOST OF 
THEM REPORT GROWING DEMAND FOR 
LOWER HEELS. PROSPECTS FOR GOOD 
BUSINESS IN THE FALL ARE BRIGHT ALL 
OVER THE COUNTRY. 




















Danville, Ill. 


Materials: genuine rep- 
tiles, patent, brown and 
black kid, calf, and suede; 
few satins, gun and blue 
kids. Styles as follows: 
Straps, pumps, oxfords, 
stepins. Patterns more 
conservative. Heels fifty- 
fifty, high and low. Welts 
20 per cent, balance turns. 
Crop prospects fine. An- 
ticipate good fall busines 


Phelps Shoe Co., 
Shreveport, La. 











The fall trade will run largely to 
dlacks and browns. Patent leathers 
will be one of the big sellers and 
there will be a good demand for 
browns, both in kid and calf skin. 
Colored kids will probably not be 
as good sellers as was the case 
‘during the fall season in 1926. Com- 
inations of blending shades wili 
also be in vogue, but the combina- 
ttions of contrasting colors will not 
be in demand to any extent. If nar- 
rower toes prevail, the vamp will 
automatically be lengthened. But 
we do not find much demand for the 
narrow toes. Heels and vamps will 
likely remain about the same as pre- 
vailed during the past season. 
Raleigh Lee, 
Nisley Shoe Co., 
Columbus, Ohio. 





The fall looks brighter by a long 
ways than the spring was. We are 
looking forward to business being 
exceptionally good up until Nov. 1, 
in both women’s and men’s shoes. 
We would like to see something de- 
welop, after Nov. 1, of a style nature, 
for the winter season, different from 
that which is now being shown. In 
the past years, we have been very 
successful in introducing new styles 
and we would like to see other re- 
tailers of prominence do the same. 
It would make for better retailing 
and merchandising of shoes. “Some- 
thing of this nature might also be 
done in men’s shoes, making some 
sort of a worthwhile change; and 
although the styles for women allow 
for a greater latitude, we were quite 
successful, last year, in introducing 
the wide shoes in men’s wear. 

Julius Goldberg, 
O’Connor & Goldberg, 


bei 
Chicago, Ill. 





Selling ten tans to one black in 
men’s shoes. Broad toes in medium 
and lower prices prevailing. Light 
shades. Tan first call. Plain toe 
grains and cordovans are good. 
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Flashes, with saddles of opposite 
leathers; same color in_ better 
grades with narrow and medium 
toes. Sport shoes still good in two 
tone combinations. 


Charles P. Brady, Atlanta, Ga. 


We are planning to show first for 
fall; oxford effects in black patent 
leather, suede and velvet trimmed 
with moire, also brown kid and alli- 
gator. We believe that Colonials of 
different types would be very large 
this fall in all materials. Strap ef- 
fects in neat patterns will be espec- 
ially good. 

William Hahn & Co., 


Washington, D. C. 





Patent one straps, 14/8 boxwood 
heel leading by large margin. Patent 
pumps and stepins, 14/8 and 18/8 
heels follow closely. Tan Russia 
calf selling very good. Brown and 
black suede have shown no great 
activity as yet. 

C. A. Verner Co., Pittsburgh, Pa. 





Will show for women patent, black 
kid, tan ‘kid, and calf. Some black 
satins. Broad one straps, cut out 
oxfords, plain pumps. Mostly plain 
patterns with fourteen - eighths 
Cuban and seventeen-eighths Span- 
ish heels. This is our start, but don’t 
believe women will be satisfied with 
plain shoes throughout season. 
Men’s tan and black calf, Scotch 
grains. Fifty-fifty tan and black. 
Tendency towards narrower toes. 
Ninety per cent oxfords. 


S. D. Kingsbury, 


Marott Shoe Shop, 
Indianapolis, Ind. 





For street wear, patent, black and 
brown kid, Colonials and straps, also 
black and brown suede, tongue 
pumps. For evening wear: black 


satin pumps, gold and silver kid, 
small beaded tongue pumps, and 
white satin pumps. Our customers 
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do not want any more cut out styles 

and we are selling styles that give 
support and comfort to the feet. 
Caspari & Virmond Co., 
Milwaukee, Wis. 





Black and brown suede opening 
strong. Patents leading, and will 
lead rest of season. All over black 
lizard, also black lizard vamps and 
patent quarter selling good. Brown 
kid and black satin will sell. Pat- 
terns plain; not too gaudy. Straps 
leading, then pumps, followed by 
cutout oxford patterns. 

R. H. Fyfe & Co., 
Detroit, Mich. 





We are now showing reptilians for 
fall. Genuine lizard, snake and alli- 
gator all very active. Strap pat- 
tern best at present. Strap and ox- 
ford effect. Have bought brown 
suede, October delivery, two tone 
oxfords and pumps only with 
reptilian trimming. 

T. W. Beagle, 
Jacksonville, Fla. 





Answering wire Aug. 17 for open- 
ing fall season. We are going to fea- 
ture patent leather first, satins 
second, browns, including genuine 
reptile, third. For patterns: first, 
straps; second, oxford effects; 
third, pumps. For lasts, first, me- 
dium toe; second, short and round. 
With the increased price of cotton 
and heavy orders coming to the steel 
mills, we are looking forward to 
good fall business. 

Guarantee Shoe Co., 
Birmingham, Ala. 





Answering your wire we find that 
patent leather one straps and patent 
leather pumps are the best selling 
shoes in all heights of heels. Ex- 
pect ties and oxfords to be better as 
the season progresses. Better grades 
are carrying a trifle narrower toes. 
Outlook of fall seems a little 
brighter but still depends very much 
on what the Government is ging 
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to do regarding repairing the levees 
and helping the thousands of people 
who have suffered great losses during 
the overflow. Crops in this immediate 
vicinity seem to be in fairly good 
condition. 
Reuben Stiefel, 
J. N. Goldsmith & Sons Co., 
Memphis, Tenn. 


For women 75 per cent of fall 
shoes are black. Patent leading, kid 
gunmetal next. Twenty-five per 


cent tan Russia, tan kid. Featuring 
Southern ties in all leathers. Cuban 
heels for walking shoes, low heels 
and square toes for college trade. 


Schumacher Shoe Co., 
Madison, Wis. 


Patents leading in dress types. 
Reptiles strong in street types and 
general tendency toward less ex- 
treme high heels. Stronger tendency 
for narrower toes. Suedes being 
well received. Pumps are stronger; 
also demand for dressier shoes in 
lower heels. 

The Fontius Shoe Co., 


Denver, Colo. 


The demand for fall is black 
lizard, black or brown suede, 
patents, blue kid. Operas and 
narrow one straps are mostly 
favored in high heels, and gore 
pumps for street wear. Better 
grades are selling freely. We are 
anticipating splendid fall business. 

George A. Yager, 
Yager’s Bootery, 
Grand Rapids, Mich. 


Straps still leading. Pumps 
second. Two or three eyelet oxfords 
third. Genuine reptile leathers 
good. Lizard first. Alligator second. 
Patent leather still leading. Black 
and brown ooze good. Seventeen 


and eighteen-eighths Spanish heels 
best sellers. Fourteen-eights Cuban 
heels much in demand. Outlook for 
business good. 

Arthur E. Ebbs, 


St. Louis, Mo. 


Intend showing plainer patterns 
for early fall. Materials: patent, 
brown kid, tan calf, black ooze, 
brown ooze, black satin, gunmetal 
silk kid in order named. Patterns: 
opera pumps, high riding one 
straps, T-straps, gored Colonials 
and oxfords in order named. Cuban 
heels selling in greater volume than 
ever before. Toes are narrower in 
better grades. 

S. W. Napier, 
Omaha, Nebr. 


In men’s shoes for fall, I have 
bought Scotch grains and plain calf 
shoes, Scotch grains predominating, 
in the ratio of about 60 per cent 
black and 40 per cent tan—although 
in the blacks must also be included 
the conservative, custom models, in 
the higher grades. In tan shoes, 
the darker shades lead. Boys’ shoes 
have been bought by me in identi- 
cally the same patterns and leathers 
as the men’s. There will also be 
many “broguey” shoes worn by the 
well dressed man and boy this fall 
and winter and I have made my 
purchases with this thought very 
much in mind. 


Marcus McWeeny, buyer for 


the Kennedy Co.’s Shoe Dept. 
Boston, Mass. 


We shall feature mostly lower 
heels in straps, some straps being as 
broad as a half inch, about 70 per 
cent black shoes. We are showing 
patent leather, black calf, black 
suede, black lizard, and black alli- 
gator, in all-over effects, as well 
as in combinations. We are show- 
ing dark blown suede, in rich 
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autumn tones, as well as dark 
brown kids. In calf shoes, we are 
featuring medium -to light tans. 
Our patterns have been selected 
mainly in straps, step-ins, and 
pumps; in heels for semi-dress of 
11/8 to 15/8 and for afternoon and 
full dress from 15/8 to 18/8. In addi- 
tion to the broad straps we are also 
showing many narrow straps. I am 
not a believer in snake leathers for 
fall and shall show very little of 
it. 

Gordon McNeil, 

Buyer Thayer McNeil Co., 

Boston, Mass. 


We think the following will be 
best in order named: patent leather, 
autumn browns, black kid, black 
satin, black calf. Patterns: One 
straps, ties, cut out oxfords, pumps. 
Children’s shoes, oxfords, ties and 
straps. Patent leather, brown elk, 
tan calf. 

The Shumaker Shoe Co., 


Akron, Ohio. 


Believe fall outlook good. We are 
showing black and brown ooze in 
ratio of three to one. Brown kid 
very good with patent leather still 
leading all leathers. Straps and 
pumps big, with oxfords confined to 
welt types. 

Turrell Shoe Co., 


Seattle, Wash. 


Our first fall displays strongly 
feature suedes in browns and blacks 
heavily trimmed in alligator. Broad 
single straps and Cuban heels are 
most favored in these models. Patent 
leathers are also very good and 
there is a marked trend toward black 
mat kid in informal dress models. 
The outlook for fall business ap- 
pears most favorable to us at this 
time. 

Boston Shoe Co., 
Louisville, Ky. 
[CONTINUED ON PAGE 51] 
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‘ifT had my way~. 


VERY merchant has in mind an ideal 

store. Given plenty of money and an 
unlimited opportunity to spend it for the 
creation of his ideal store, what a wonder- 
ful time he would have. As one merchant 
who recently made a tour of inspection of 
stores everywhere said, “If I had my way 
I would build a store with the front of 
Lewis & Reilly, of Scranton, Pa. It is ideal, 
dominates the street, and catches the eye. 
The center window box is like an all-glass 

jewel case. 


“In every display I would show an admix- 
ture of brains. I would set aside a definite 
weekly allowance for newsy, sparkling win 
dows. Ideas are needed from every source 
Here is one from the windows of the U. S 
Rubber Company on Broadway, New York 
City. One window each week should bh 
an eye-catcher, linked up with some new: 
event or something that people are talkin; 
and thinking about. The others may shovy 
style merchandise or staple merchandise. 


a3 07 Oo = 


co 


“A lobby must serve the purpose of giving 
the customer a restful pause between the 
bustle of the street and the buying of foot- 
wear so treated as to reflect good taste and 
to put the customer in a restful mood. The 
little corner of the new costume bootery of 
the Potter Shoe Company, Cincinnati, does 
that very thing. 
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“The customer at ease is the 
customer easy to please, and 
here we see the interior of the 
DeArcy Boot Shop in Des 
Moines, Iowa. The customer 
in the soft clutches of a com- 
fortable easy chair is shorn of 
sales resistance. Two or more 
pairs are sold painlessly. 


“Concealed stock is the new note in 
high quality stores. Compact shelving . 4 ; “In the store I'd have a jewel case 
behind the scenes, as used in Whid- t display to feature the harmonies of 
don’s Shoe Store, are ideal. Many ' hosiery, footwear, and accessories, 
sales have been spoiled by the custom- something after the manner of this 
er’s seeing the indecision of the sales- unit from R. H. Macy & Co. 
man at the stock shelves. Here the New York. 

detail work of selecting shoes for cus- 

tomer’s inspection is carried on un- 

observed. 


“And to get that extra dollar in hosiery and 
accessories, I’d put in a bang-up hosiery 
department, with service written all over 
it. One that looks good to me is this, 
also from the Van Arsdale store in Plain- 
field, N. J. Now, with all this ideal 
equipment, what should be my yearly 
sales? I ask you.” 


“My office, where I would figure my 

profits, would be a real, neat, artistic 

place, such as this one in the Van 
Arsdale store in Plainfield, N. J. 
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Getting More Shoes Sold Right 


A Sharp Cut Best 


FTER years of fiddling around with clearances 

a new method has been discovered for clean- 

ing stock quickly, without injury to standard prices 
before and after the clearance. 

The originator of this new plan of clearance was 
the Roger Peet Company of New York, men’s cloth- 
ing outfitters. After several tests they have found 
the new plan to be the best one. Standard goods 
and standard prices are carried right through the 
summer, up to a date approximating Aug 15. 

Then the advertisement appears stating ‘“‘on such 
and such a date we will clear such merchandise as 
represents odd sizes, short lines, etc., at this price 
(naming an exceedingly low price). The men’s 
suits in this sharp clearance sale represent values 
from $40 to $115 and the price is put at $25.” 
Every man in New York instantly realizes that 
here is a clearance in keeping with the name. The 
knife is put into the price with one sharp cut and 
the whole thing is over with in one or two days. 

Their sale this year brought in over 8000 cus- 
tomers on the morning advertised, and all of the 
goods were out of the store before nightfall. Then 
the store resumes business on smart fall merchan- 
dise. 

Several shoe stores in New York tried the same 
method this year. One high-grade department ad- 
vertised shoes at $5 and it was realized that the 
figure was at least 50 per cent of the average sell- 


August 27, 1927 


ing price operative in the store. The public was 
given the opportunity at $5 to get wonderful 
values, provided they had the right sized foot and 
desired that color or pattern of shoe. 

In this manner the clearance was made in one 
morning of the major portion of the “not wanted 
stock.” It was a sharp clearance, speedy merchan- 
dising and bargain hunters bought as many as a 
dozen pair in the one setting. 

Is this the new and better way of clearance? 
One of the surprising notes in the midst of this 
clearance period was the demand on the part of 
some women for some of the new shoes selling at 
$15.50. In spite of the sale and bargains at $5 they 
bought the new $15.50 shoes. Can clearances be 
made sharp and decisive by heroically dumping the 
shoess in one morning? 

The buyer who was responsible for the sale con- 
vinced his merchandise executives that this was the 
new and better way of clearance. He had made his 
profit at standard prices in the past four months 
and was ready to clean house without thought of 
profit. Today he finds his new stock in better con- 
dition, his sales staff in sweeter disposition and a 
fall season well on its way in August. 

A clearance sale that dribbles along for two 
months spoils the temper of the customer, as well 
as the sales clerk, and gives no incentive to profit- 
able merchandising in those months. It is far bet- 
ter to clear quickly and start afresh. The public 
then takes the clearance sale as being a frank dis- 
posal of odd sizes, short lines, etc., instead of a sub- 
terfuge to get the money for old styles over a 
longer period of time. 

Many shoe stores this season held no clearance 
sales. Some held short and distinct clearance sales 
like this. The store that dragged its clearance sale 
on week after week profited neither in cash nor in 
prestige. Some stores now plan to clear as they go 
with a month-end sale, frankly directed at odd 
sizes and odd lots. 

What is needed is a real policy of clean-up that 
will not give the public the idea that there must 
be a tremendous profit in the retail shoe business 
when they are able to sell such high-priced shoes 
at such a very small clearance price. The public 
must be told that such a clearance is due to the 
accidents of business,.and that it isn’t possible for 
a man to buy to the pair and size precisely what 
the public wants when it wants it. 

Clearance is an instrument like a broom for 
keeping a stock in better shape. Clearance is no! 
a subterfuge for getting money under sales pre- 
tense. It is one of the things that happens in every 
business, is usually profitless and the public onl) 
benefits when it gets precisely the size and style 
and color that it wants. 

The: shoe business will be a much better business 
when the factor of clearance can be minimized. 
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Open-mindedness 


HOP keeping is no longer a business. There has 

been too much of it these past five years. Real 
merchandising is coming into its own. Ability to 
buy right and sell at a profit and to progress in 
number of turnovers is what is making some stores 
stand out so conspicuously. It is being found out 
that real merchandising is equally possible in the 
smallest town as in the largest city. Style is found 
to be a tangible part of every dollar rung up on the 
busy little cash register. 

What brought this all about? Shall we not at- 
tribute much of it to the better acquaintance mer- 
chant has with merchant. Also to the fact that 
the merchant is a closer observer, by travel and by 
comparison of problems, so that he is a keener 
business man. And probably in large measure be- 
cause the merchant has become a close student of 
business-paper editorial and advertising matter. 

Whence the source matters not—the fact re- 
mains he is actually transformed into a different 
sort of merchant. He can never go back to where 
he was before. He has gathered to himself too 
many good ideas of the CS 
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Fit Yourself—First 


RE feet changing or are lasts improving? Are 
combination fittings making an entirely new 
stock of shoes necessary for the shoe store? There 
is much to be said on feet and fitting and on lasts 
and shoemaking when once again store service 
means profits or loss. 

Why is it that the majority of shoe men when 
you talk to them about the very shoes they have 
on their own feet, immediately tell of “my most 
unusual feet and special lasts and leathers.” Shoe 
man—first fit yourself, then the public. We like 
the test a shoe merchant gives to the clerk he is 
on the point of hiring: “Go fit yourself to a pair 
of shoes out of our stock. Take all the time you 
need, only get a fit.” On the way the boy fits him- 
self depends whether or not he gets the job. 


Get Your Share 


HAT is the population of your town? Di- 


vide your total sales by that number and see 
how big, or how little, you are in the business 


of your town. Ask 














duties and opportuni- 
ties of a real shoe mer- 
chant to even wish for 
a condition approximat- 
ing those of the years 
1914. 

Open-mindedness is 
apparent—the close and 
taciturn man of the 
past is gone—the new 
merchant swaps ideas 
with a right fraternal 
willingness. He gives 
and gets ideas and 
somehow courage grows 
upon him—he makes 
kis store what his am- 
bition has long desired. 
Yes, truly wonderful is 
the merchant of today. 
He is a somebody in his 
home town—his status 
as an authority on style 
and footwear and when 
and how and why to 
wear ’em, instead of be- 
ing the old-time meek 
recipient of complaints. 
This, indeed, is the 
standing best suited to 
the merchant old in ex- 
perience but keen on 
new tricks gained by 
“being posted.” 
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The ‘Reason Why 


R. & D. BOOT SHOP 
Laramie, Wyo. 


We derive the most benefit from the exposition 
of styles as shown in the advertising and on your style 
résumé pages. In our opinion, any merchant in the 
medium sized town somewhat isolated from the style 
centers can derive this same benefit. He can learn 
of the best sellers as well as how to anticipate styles 
for the future. 

We read the advertisements first and then your 
style pages next, and we value the information most 
highly. There is much to interest the shoe merchant 
in the Boot aNp SHOE Recorper. It will pay any 
merchant to read it. 


Yours very truly, 


ROYER & DE HART. 


* * * 


“We read the advertisements first.” 

How many REcoRDER readers write and say that 
very same thing! 

The REecorveER advertising section is “the market- 
place” for thousands of merchants situated, as 
Messrs. Royer and De Hart are, in cities and towns 
far removed from the great style and merchandis- 
ing centers. 

And to think there are those who say that “ad- 
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vertising doesn’t pay”! 
Denier 6 Vln 


President. 
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yourself why. 

Then get up over 
your town somehow 
and look down upon its 
subdivisions. Here is 
a group of people who 
work in a_ cannery. 
Here are some who 
have a party every 
night. Here are others 
who get money and who 
know how to spend it. 
Figure out the per pair- 
per person ratio, and 
then go out and “get 
them.” Is your store 
in the right place? Is 
it the right store with 
the right merchandise 
and is it always “teas- 
ing folks to buy because 
service and pleasure 
can be had thereby?” 
Also what are you do- 
ing to make the town 
justify itself as a 
center? 

The sluggish shoe 
store is slipping fast. 
It is giving way to the 
store that is up and do- 
ing—taking its proper 
place in the community. 
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The World Needs More Foot Care 


By Dr. Joseph Lelyveld 


Podiatrist, Chief of the Foot Clinics of Boston and Executive Director of the 


defects.” 
Recent surveys conducted 
under the auspices of the National 

Association for Foot Health revealed 
that nine out of ten have Foot De- 
fects. Ejighty-eight thousand den- 
tists are caring for the teeth of the 
Nation, while less than five thousand 
chiropodists and podiatrists are es- 
tablished in practice for the treat- 
ment of foot ills. Yet, there are 
more foot disorders than tooth dis- 
orders. 

The world needs more legitimate 
foot doctors and less “mail educated 
quack foot experts.” 

The profession of shoe fitting is 
allied with the profession of chirop- 
ody, podiatry. Both should cooperate 
for the general efficiency and health 
of their customers and patients. 

If you feel your calling is one of 
a Foot Doctor instead of a shoe fitter 
why not consider the profession of 
podiatry, chiropody, and treat foot 
ills in a legitimate manner instead of 
acting as a commercial foot comfort 
station? More are needed to join 
the forces that are providing Foot 
Health for the betterment of man- 
kind and not primarily for dollars 
and cents. 

Of course, fees are of necessity and 
in this respect chiropody, podiatry, 
is a profitable profession. Besides 
the financial remuneration for ser- 
vices rendered there is self-satisfac- 
tion in honestly relieving foot suf- 
ferers. 

The United States can boast of 
six colleges of podiatry and chirop- 
ody, conveniently located as follows: 

The First Institute of Podiatry, 
New York City. 

The Illinois College of Chiropody, 
Chicago, IIl. 

The Ohio College of Chiropody, 
Cleveland, Ohio. 

The California College of Chirop- 
ody, San Francisco, Cal. 

School of Chiropody, Temple Uni- 
versity, Philadelphia, Pa. 

Massachusetts’ School of Podiatry, 
Boston, Massachusetts. 

In these schools a basic knowledge 
of medicine is taught and the stu- 
dent is fitted to specialize in the 
scientific treatment of the feet. 

The council of education of the 
National Association of Chiropo- 


Peete out of five have tooth 





National Association for Foot Health 





Feet get a lot of use and 
abuse during the summer 
time and, when heavier shoes 
are donned in the fall, the old 
fight between leather and feet 
is resumed, with the feet cry- 
ing out in anguish at the 
punishment inflicted. Proper 
care of the feet will not only 
ease the feelings of the cus- 
tomer, but make shoe fitting 
and wearing easier, thus put- 
ting the shoe merchant in the 
good graces of the consumer. 
It is the importance that at- 
taches to foot care at the 
beginning of the new season 
that inspired the publication 
of this article—Tue Eprror. 











dists requires the following curricu- 
lum in schools which are rated by 


the body: 
Anatomy, histology, physiology, 
pathology, bacteriology, pharmacy, 


materia medica and theraupeutics, 
chemistry, dermatology, neurology, 
principles of medicine, principles of 
shoe fitting, surgery, chiropody, or- 
thopedics, physiotherapy, diagnosis 
and roentgenology, hygiene and 
sanitation, ethics, medical juris- 
prudence and history. 

Other important subjects are in- 
cluded with the above and after read- 
ing this over you will readily see 
why chiropodists and podiatrists are 
successful in their work. Their edu- 
cation is complete. They are trained 
to provide foot health. 


HAT is the profession of 
Podiatry (Chiropody) ? 

By legislative enactment, Podia- 
try (Chiropody) has been placed on 
a professional basis in California, 
Colorado, Connecticut, Illinois, Lou- 
isiana, Maryland, Massachusetts, 
Michigan, Minnesota, New Hamp- 
shire, New Jersey, New York, North 
Carolina, Kansas, Florida, Ohio, 
Pennsylvania, Rhode Island, Ver- 
mont, Virginia, Washington, West 
Virginia, Wisconsin, and the District 
of Columbia and its practice is con- 
trolled in those States by Boards of 
Registration. Thus Podiatry (Chir- 
opody) is a profession and its prac- 
tice must be. conducted under regu- 





lations similar to those controlling 
the practice of medicine. With these 
changes comes the demand for a 
higher education for Podiatrists, 
(Chiropodists). The passing of the 
old method of private teaching and 
the requirement that Podiatrists 
(Chiropodists) be educated in their 
profession in recognized Schools of 
Podiatry or Chiropody. The estab- 
lished and increasing field of work 
usually given over to Podiatrists, 
the need of trained Podiatrists in 
military and naval services of the 
country, the increasing demand for 
Podiatrists for service with the 
great industrial and commercial es- 
tablishments, as well as the need for 
Podiatrists on the Health Units of 
public schools, the improved condi- 
tions and higher standards under 
which the work is done, through 
higher education and state regula- 
tion, all tend to make Podiatry an 
attractive and remunerative field for 
young men and women who have 
the ambition and ability to enter pro- 
fessional life. 


HILE the definition of Podia- 

try is constructed somewhat 
differently by the laws of the differ- 
ent states, yet the following extracts 
from the laws of Massachusetts will 
give the general scope of its mean- 
ing and outline in substance the re 
quirements for those who enter into 
its practice in the future: 


Massachusetts Chiropody Law 


(From which others have been 
modelled.) 


Section 1. The word “chiropody” 
shall, for the purpose of this act, 
mean THE EXTERNAL TREAT 
MENT OF THE STRUCTURE OF 
THE HUMAN FOOT BY MEDI 
CAL, MECHANICAL, OR SURGI 
CAL MEANS WITHOUT THE USF 
OF ANESTHETICS OTHER THA 
LOCAL ANESTHETICS. But this 
act shall not apply to surgeons of th 
United States army, navy, or marin 
hospital service, nor to physicians 
duly registered under the provision 
of chapter seventy-six of the revise 
laws, and acts in amendment thereo* 

Section 2. On and after the fir: 
day of October in the year ninete« 
hundred and seventeen, it shall | 
unlawful for any person to practi 
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A foot clinic in oper- 
ation. Seated at the left 
is Dr. Lelyveld, the 
author of this article, 
treating a patient. The 
others, left to right, are: 
Dr. J. F. Kelly, Presi- 
dent of the Massachu- 
setts Chiropody Associ- 
ation; Dr. B. Donaldson, 
Dean of the Massachu- 
setts College of Podi- 
atry; Dr. F. E. Hayden, 
President of the Na- 
tional Association of 
Chiropodists, and H. B. 
Kenison of the State 
Board of Registration. 


or attempt to practice chiropody in 
this commonwealth, or to hold him- 
self out as a chiropodist, or to 
designate himself, or describe his 
occupation, by the use of any words 
or letters calculated to lead others 
to believe that he is a registered 
chiropodist, unless he is duly regis- 
tered as provided in this act. 

Section V.(3) Any person not 
entitled to registration as aforesaid, 
who shall furnish the board with 
satisfactory proof that he is twenty- 
one years of age or over, and of good 
moral character, and that he has re- 
ceived a diploma or certificate from 
a reputable school of chiropody, or 
from some other institution of equal 
standing, shall be examined as pro- 
vided in sections three and eight of 
this act, and if found qualified, shall 
be registered, and shall receive a cer- 
tificate as a chiropodist registered 
under this clause, signed by the 
chairman and secretary. 

(The term “Podiatrist” or “Chir- 
opodist” used in this article should 
be understood as covering the same 
branch of Medicine, defined as: “One 
who treats diseases of the foot.”— 
Gould’s Medical Dictionary.) 


HE faculties of Podiatry schools 

are made up of Physicians, Sur- 
geons and Podiatrists. The admis- 
sion requirement is evidence of 
graduation from a recognized high 
school giving a four years’ course 
and covering fifteen units or its 
equivalent. All students must pre- 
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sent certificates of good moral char- 
acter. While the course of instruc- 
tion varies in different schools, it 
averages to cover two years. This 
will be increased within the near 
future. 

Conducted with the schools are 
clinics which afford abundance of 
material for clinical demonstrations 
and practical work. These clinics 
are always under the supervision of 
efficient doctors specializing in the 
treatment of feet. 

There is a constant demand for 
graduates of Podiatry schools. The 
schools are regularly receiving re- 
quests from large cities and towns 
asking for Podiatrists to locate 
therein. Podiatry is, in reality, the 
only remaining uncrowded profes- 
sion. 

If, in your daily occupation as a 
professional shoe fitter you find your- 
self leaning toward the illegal prac- 
tice of fitting foot appliances, and 
further believe that you would make 
a more capable foot doctor than shoe 
fitter, why not write to the editor of 
this magazine, or to the writer of 
this article for further information 
concerning the study of Podiatry, 
Chiropody? 

If you are going to treat foot ills, 
make your treatments of value to 
the patient and realize the satisfac- 
tion that comes to the individual 
whose motto is — “That which is 
worth doing, is worth doing well.” 

There is always room at the top 
for the successful. 


45 





A few simple habits, easily formed, 
will aid greatly in relieving foot 
troubles and will keep feet healthy 
after the habit is once acquired. 


NE of the easiest and most 

/ beneficial of these habits is to 
stand and walk always with your 
feet pointing straight ahead instead 
of outward. The first thorough trial 
will show you what added grace and 
comfort result. It is the natural way 
of walking, and has, since the world 
war, been adopted by the Army. 
Most important of all foot habits is 
that of wearing well fitting stock- 
ings and shoes. Stockings should be 
of such a size that they loosely fit 
the foot when your entire weight is 
upon your feet. Shoes should al- 
ways be snug around the instep and 
arch, but roomy at the toes and ball. 

Corns are the result of improp- 
erly fitted shoes. A shoe that is snug 
at the instep and roomy at the toes, 
can never cause corns and will go 
far in relieving them. In fact, a well 
fitted shoe is the principal factor 
in relieving corns. Corns may cause 
unnatural posture in standing that 
puts too much strain on the foot and 
leg muscles, resulting in arch abnor- 
malities. 

Their relief means much more to 
your health than the mere stopping 
of temporary local pain, and the 
Chiropodist or Podiatrist is in a po- 
sition to properly care for these un- 
comfortable foot disorders. 



































HERE is rather a humorous 
| twist to the story that Ben 
Lindgren told. It seems that 
he owned a small town general 
shoe store in Renton, Washington. 
Trying to guess in advance what 
women might buy, together with 
trying to clean up odds and ends, 
to make a fair profit withal, made 
him disgusted with this part of 
the retail shoe business, so he sold 
out Then he started a men’s shoe 
store: in Seattle without a solitary 
pair of women’s shoes in it. He was 
off the women’s trade for good and 
didn’t care who knew it. Lindgren 
is a crank on good fitting with a fully 
developed faculty for telling his 
trade what they should wear and get- 
ting away with it successfully. 

It developed that men would go 
home bragging to their wives how 
well they were fitted in this store. 
Soon a few women drifted in to see if 
they could get the same amount of 
comfort that their husbands were 
enjoying. First thing he knew, he 
was selling about a dozen pairs of 
women’s shoes a week. This practic- 
ally forced him to put in a stock of 
thirty-six pairs of the W. B. Coon 
line. Sales have grown so strong on 
this one line that he is seriously con- 
sidering discontinuing all his men’s 
shoes. The women’s trade has en- 
larged in the past five years to such 
proportions, that it taxes the capac- 
ity of his shop to properly accom- 
modate it. The men’s_ business 
showed an increase of about 20 per 
cent a year while the women’s busi- 
ness has shown better than 100 per 
cent annually since 1921. Three 
things done in this store stand right 
out. Fitting, Advertising, and Cus- 
tomer Analysis. Lindgren guaran- 
tees a perfect fit. No doubt the 
question whether or not the shoe fits 
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Ben Lindgren 


goes after 
Customers 


has caused more arguments in a shoe 
store than any other one problem. 
There is never an argument here. 
Every foot is measured for length, 
expansion, ball, waist, instep and 
heel measures. Any foot that can 
be fitted at all, is fitted in 80 per 
cent of the cases, with the first pair, 
and the remaining 20 per cent when 
the second pair is tried on. It is 
never necessary to try on a third 
pair to determine the correct fit. 
Then as he carries widths from quads 
to triples and sizes from 1 to 11, al- 
most any foot can be fitted. 

One dominant thought is constant- 
ly played on in every piece of adver- 
tising copy, this perfect fitting ser- 





Dear Madam: 

The object of this letter is to 
aid you in having foot comfort 
this summer, and as hot weather 
is near it is best to be prepared 
for it before it comes, as hot 
weather means hot, burning feet. 

Shoes that are properly fitted 
and well set to the feet will not 
cause your feet to become hot 
and burn. 

You will be pleased with the 
many new styles that we are now 
showing in Patent Leather, 
Satin, Tan and Black Kid, and 
all are priced exceedingly low— 
$9.00 to $10.00. 

Your efficiency and disposition 
are largely dependent on your 
feet, so please safeguard same by 
buying your summer shoes now. 

FREE FOOT COMFORT 
DEMONSTRATION on Friday, 
May 28 to Wednesday, June 2. 
A. Foot Comfort Expert from 
Chicago will be at our store to 
demonstrate Foot Correction. 
His services are free. 

Yours very truly, 
LINDGREN’S Foot FITTERS, 
By Ben Lindgren. 











One of Lindgren’s business pulling 
letters 
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vice just described. Style and price 
get one inch of space to eight inches 
on fitting. Publicity of this type is 
bringing in some remarkable returns. 
There is no guess work in determin- 
ing the exact proportion of these re- 


turns. Lindgren knows exactly how 
many customers are brought in 
through advertising and can tell the 
exact pulling power of his daily ads. 
An average of four new mail orders 
come in response to the newspaper 


appeals. 


EW customers come to a store 

through either one of three 
channels, recommendation of old cus- 
tomers, seeing shoes in the window 
and newspaper advertising. Every 
new customer is asked what caused 
her to try Coon shoes. These answers 
are recorded on the sales slips, then 
classified to ascertain what propor- 
tion of these reasons brought the 
customers in. 

Two record files are kept, one for 
old and one for new customers. The 
new customers get a postal card two 
weeks after a purchase, asking if 
everything is satisfactory. Another 
reason for keeping the lists separate 
is that letters are freyuently mailed 
out. Mr. Lindgren has found that 
he gets more returns by concentrat 
ing on old customers first, and then 
on the new ones. The first and 
fourth paragraphs of one of the let- 
ters going to old customers have 4 
real punch. Logical reasons are set 
forth why people should trade with 
him. He never mails to a general un 
known list. Customers are constant) 
being impressed that they can alway: 
duplicate their purchase. This tends 
to build up a good reorder proposi 
tion. 

P.S. Lindgren is perfectly happ 
now selling women’s shoes. 
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Smartness—Now Ready-Made 


More Sizes in Suits Develops Similar 
Problem to Shoes 
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translated for the masses from the selections by the classes. 

The well dressed man of England, as such, may change his 
attire through the day, but only a very few of the business class 
are able to do it. In America the American young man from 
fifteen to sixty steps out in the morning dressed correctly for the 
day and fits into the picture whether it is at the desk, at luncheon, 
at an afternoon dance or the movie or theater. The woman 
might make a number of changes to cover those various events, 
but the American man hasn’t the time or opportunity for such 
changes. 

That’s the rub. If men would change more often, the hat man, 
the tie man, the shirt maker and shoe maker would gain propor- 
tionately ; where a practical viewpoint of this situation brings the 
conclusion that the man who changes his suit every day during 
the course of a week, he will get that same variety of pleasing 
changes that the Englishman gets by two or more changes per 
day. 

Plus, also, the change to golf clothes and to evening tuxedo 
dress. By such balancing of costumes and accessories, of which 
shoes are a most important part, can we look for an increasing 
interest in new apparel for fall. 

The work of dress well has been nobly augmented by news- 
papers and publications who have emphasized and reemphasized 
the necessity of proper dress. One of the most striking pieces of 
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within the year that indicates that suit and coat 

designing has stepped sharply forward. Once 
made-ready clothes looked the part. They were ready- 
made to cover average shaped individuals, so that the 
alteration department might approximate the suit to 
the man. 

Now the style feature of a garment is a combination 
of good design, extra good tailoring and a variety of 
sizes to satisfy all sorts of shapes. It is the size devel- 
opment of the men’s clothing business that has made 
it easy for a man to buy ready-made clothes right off 
the fixtures under the glass case more easily than it 
was formerly possible to get good custom tailoring. 

As a result American men, by and large, look better 
dressed than any men on the face of the globe. Just 
as it is now possible to take Rolls-Royce lines and treat- 
ments of automobiles and translate them-into cheaper 
cars, so we see the design and plan of men’s clothing 





! SMARTNESS has been developed in men’s attire 
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!merican of Aug. 19, as follows: 


“Rich or poor, we are ruled largely by the opinions of others, 


hence this man’s unhappiness. 


“Now for the lesson for young American gentlemen. 

“Dress properly and to suit the occasion. 

“Remember that you are judged at first sight always, and that 
first sight bases its opinion on the outside of you. 

“Later, better acquainted, will cause the world to realize that 
vou have treasures within, in your massive brain, of great value 


and most desirable. 


“But the outside makes the first impression. 
“It is the first impression that gets a man a job or gets him 


the refusal of it. 


“It is the first impression that often never wears off. 

“Don’t handicap yourself by untidy or incorrect dressing, 
from hat to collar and from collar down to shoes. 

“There is no need of it in this country, if poverty doesn’t make 
it necessary. And everything that a mag should have is abso- 
lutely made and ready made, and reasonably made. 

“See that you do not creep into the enclosures of competition 
and business success, dressed in a way that will handicap you 


from the start. 


“Dress properly and you feel self-confidence. 
“You want the respect of others; prove, first, respect for 


yourself, by neatness. 


“Avoid all extremes, all loudness, all foolishness. 


“But dress properly.” 





cooperation was the leading editorial in the Chicago Evening 
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Schuyler White, in an address before the N. S. R. A. Field 
Representatives, said : 

“The philosophy of the well dressed man is being appropriately 
dressed for every occasion. This is particularly true regarding 
footwear. The day has passed when a man who is the pos- 
sessor of two pairs of shoes, one black and one tan, could be 
considered well shod. Various phases of the average man’s life 
today are so diverse that to qualify as being well dressed it is 
necessary to have a shoe wardrobe that will take care of the 
question of shoes for his various activities. 

“In the first place, for general day wear in town, that is for 
business, four pairs of shoes are necessary—one pair of tan and 
one pair of black in medium or heavy weight for winter, and one 
pair of black and one pair of tan of light weight for summer. 

“For formal and informal evening wear, that is, for wear with 
a tail-coat and a dinner jacket, a pair of black patent leather 
shoes or pumps. The shoes should not have a toe cap. 

“For country, hiking and general sport wear, one pair of heavy 
tan brogue shoes; also a pair of black and white or tan and 
white buckskin shoes for wear with white flannel trousers. 

“The above list of shoes covers the minimum requirements. 
For sports such as golf, tennis, yachting and horseback riding, 
shoes which are peculiarly adapted to these sports should be 
worn, and only such shoes are considered correct. Golf shoes 
may be either spiked or rubber soled, depending on the prefer- 
ence of the wearer. Tennis shoes should be plain white with 
rubber soles, and white rubber soled shoes only should be worn 
on a yacht.” 
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Teaching the 


Consumer to 


Want More 


Shoes 
e 


By 
A. G. Peine 


Vice-President, Alfred Decker & Cohn, 


Inc., Chicago 


NUMBER of years ago, the 
head of a large and prominent 
clothing and furnishing goods 

establishment conceived the idea of 
giving each salesman a training that 
would enable him, when necessary or 
advisable, to leave his own depart- 
ment and sell in any other section of 
the store. Thus, after selling a suit, 
the clothing salesman could take his 
customer to the furnishing goods 
department and sell him shirts, neck- 
wear, handkerchiefs and hose that 
would harmonize. 

Many of our best retail merchants 
who do not approve of this plan, 
nevertheless have adopted a method 
somewhat similar. Where a clothing 
salesman, for instance, succeeds in 
selling his suit customer on the idea 
that there is a certain shirt, a tie, 
handkerchief and hose in the furnish- 
ing goods department that he ought 
to have to achieve the proper en- 
semble, he brings the customer to the 
furnishing section and diplomatically 
turns him over to a salesman in that 
department. 

There is a great deal of merit to 
both plans. And while the former 
may possibly possess some distinct 
advantages over the other, yet the 
latter method undoubtedly would best 
apply in connection with a shoe de- 
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“It is the retail salesman, more than anybody else,” says 
Mr. Peine, “who is best qualified to teach the consumer 


to want more shoes.” 


partment because the selling of shoes 
is, in the final analysis, a very highly 
specialized profession. 

There is no question but that the 
shoe department in a clothing and 
shoe establishment could substantially 
increase its business if the clothing 
salesmen undertook to interest their 
customers in the store’s shoes, just as 
they interest them in furnishings to 
harmonize with their new clothes. 

For example, if a customer comes 
in wearing a pair of black shoes and 
buys a light tan suit, there is pre- 
sented a fine opportunity to suggest 
a pair of tan shoes to go with the 
new suit. 

Or if the shoes the customer has 
on are “down at the heel” and other- 
wise look a bit shabby, the salesman 
—very diplomatically, of course— 
can suggest that perhaps the cus- 
tomer would like a pair of new shoes 
to go with his new suit. 

Certainly, if a man buys a dinner 
suit, he would be a poor salesman 
who could pass up the opportunity to 
interest him in a pair of dress shoes. 
Similarly an opportunity is presented 


to interest a man in a pair of golf 
or sport shoes when he buys a suit 
with knickers. 

Someone has said that it is th 
function of advertising and selling 
to develop new wants. Properly, 
that is also one of the functions of a 
retail salesman. The good salesman, 
whether he is in the clothing or in 
the shoe department, will teach his 
customers to want the shoes they 
should have; educate them to want 
the various different styles of shoes 
that nowadays are indispensable to 
the man who appreciates the vital im- 
portance of “Dressing for the Occa- 
sion.” 

When salesmen do that they are 
rendering a genuine service to thei! 
customers, they are helping them 
selves up the ladder of success, they 
are promoting the interests of their 
employers, and they are working for 
the good of the shoe industry as a 
whole. It is the retail salesman, more 
than anybody else, who is best qua!:- 
fied to teach the consumer to wari! 
more shoes. 
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Too Much of the Good Thing 


Slogan Led Men to Buy Blacks and Disregard Tans; Suggest 


Pendulum Be Swung on Reverse Course 


Several years ago, a prominent 
New York man thought out a bright 
scheme—“Black shoes after six 
o'clock,” or for the more formal day 
time wear. The idea, there is not 
the least doubt, was a very good one, 
because at that time, approximately 
90 per cent of the men wore tan shoes, 
morning, afternoon and evening. 

We began to apply better sales- 
manship in pointing out the neces- 
sity of being properly shod with black 
shoes, primarily for the evening. At 
the beginning of this campaign the 
increase in the sale of extra pairs of 
black shoes was quite evident, but as 
we were not satisfied to sell a fair per- 
centage of our customers extra pairs 
for semi-formal occasions, we began 
then and there to force the sale of 
Black—and it sold. 

In the spring of 1924, it was much 


By A. B. Mallory 
Franklin Simon & Co., New York. 


easier to sell black than the previous 
year. In the fall of that year the 
demand for black increased rapidly 
and as the result of continued forced 
sales, we seemed to have lost sight 
of the real original scheme—extra 
black. 

Increased units in the true analy- 
sis was what we all were after, and 
had we let good enough alone and 
not “killed the goose that laid the 
goldeh egg,” we would have been 
much better off today, but we kept 
on pushing black—talking black— 
advertising black and filling windows 
solid with black, until men generally 
were compelled to feel that they were 
not properly shod in any shade other 
than black. Finally it got to the 
stage where men actually felt em- 
barrassed in tan shoes. 

The sale of black today in medium 
high, and high grade shoe shops is 


not less than 70 per cent of the total 
volume. If we could say that one 
quarter of this 70 per cent repre- 
sented increased business, we would 
be happy—but it does not. 

So we must begin to do something 
to help ourselves. The sooner we 
join hands and work on Brown, Tan 
and Black in the correct proportions, 
the sooner all in the men’s shoe busi- 
ness will sell more units. 

Brown and tan today most certain- 
ly have a place in a man’s wardrobe 
which black cannot take. It is to 
be hoped that the day is not far off 
when men will be sold brown, tan and 
black in the correct proportion. 

I am quite positive that if this is 
carried out religiously, more pairs 
will be sold, not only that, but stocks 
will be considerably lighter, and less 
difficult to merchandise. 


What’s Good for Fall ? 


[CONTINUED FROM PAGE 39] 


We will feature for fall, patents, 
brown kids, black satins, genuine 
reptiles, tan calf, with also con- 
siderable play on blue kid and gun- 
metal silk kid. Our patterns are 
straps, step-ins and oxford ties. Fall 
outlook here particularly good based 
on cotton situation. 

Volk Brothers Co., 
Dallas, Tex. 


To dealers who stress the im- 
portance of blending shoes with 
costumes, fall business presents un- 
usual opportunity. Patent leather, 
matt kid, calf, brown kid combina- 
tions of suede, with smooth leathers, 
are the best materials. Genuine 
alligator, lizard and python for in- 
formal wear. Silver and opalescent 
kids for evening. Heels are lower 
and toes are narrower. Patterns 
more severe. 

Marcus Rice, 
Famous Barr Co., 
St. Louis, Mo. 


Our line-up for fall will be, first, 
patent leather one strap, 14/8 


Cuban and 18/8 Spike heels; second, 
brown kid strap and gore effects; 
third, black kid strap and gore ef- 
fects; fourth, black suede in 14/8 
Cuban and 18/8 spike heels. We 
look for good business this fall. 
C. M. Stendal, 
Minneapolis, Minn. 


Our initial fall showings will con- 
sist of patents, black and brown 
suedes and the new family of brown 
kids. Playing strongly with lizards 
in black, brown and two shades of 
blue, also blue kids and suedes and 
real Java lizards in stone and 
brown. Patterns running largely to 
three eyelet oxfords and one straps. 
Expect to sell a lot of opera pumps 
with cut steel buckles. High style 
shoes showing in the new gun-metal 
kids and pastel and high shades in 
lizards. Believe that shoes should 
not be too conservative. My oxfords 
are trimmed with pipings or over- 
lays. 

Joe Michaels, 
Saks-Herald Square, 
New York. 


Showing patent and medium 
brown kid in cutout effects, one 
straps and pumps, 14/8 to 19/8 
heels and medium toes. Also black 
and woodland brown suedes. Having 
early call for genuine lizard in black 
and brown. Outlook for good fall 
business promising if you keep on 
the job. 

Wetherby Kayser Shoe Co., 
Los Angeles, Cal. 


This is our idea for fall footwear. 
Women’s materials, patent leather, 
black and brown ooze, tan calf or 
brown kid, some reptile effects. Pat- 
terns, straps, ties and pumps. Heels, 
medium, Spanish and Cuban. 

Arthur Burt Co., 
1343 F. Street, 
Washington, D. C. 


We plan for our fall showing 
light calf and kid, also black patent. 
We think light colors are going to 
be better than ever. 

Phelps Dodge Mercantile Co., 
Douglas, Ariz. 
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There is no Guess Work about 


OLDEN J3ROWN” 


Autumn is just around the corner. Within a few weeks 
every pre-seasonal colour prediction will have become 
either a fact or a fallacy. Within a few weeks each manu- 
facturer and retailer will have tested the wisdom of his 


pre-seasonal merchandising plans. 


This year, as usual, Golden Brown is the seasoned cam- 
paigner’s ‘“‘anchor to windward."’ For no matter how 
variably the trade winds of fickle Fall may blow, Golden 
Brown maintains its hold on popular approval and selis 
consistently from start to finish of the season. 


Supreme in White and Colours 


Amalgamated Leather Companies, Inc. 


319 Arch St., Philadelphia 
Factories: Wilmington, Del. 
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There 1s Still Time to Order 
OLDEN BROWN? 


No matter how shrewdly you have estimated the Fall 
colour trend, you cannot do a maximum of business with- 
out Golden Brown. The shoe of Golden Brown is an 
essential part of the correct Fall costume and it is therefore, 


an essential item in every stock of Fall footwear. 


It is not too late to enlist the sales support of Golden 
Brown. Our production of skins in this colour is gauged 
by eleven previous seasons of increasing demand. Orders 
given now will be filled from an adequate stock and shipped 
with all the despatch that September's nearness warrants. 
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Supreme in White and Colours 


Amalgamated Leather Companies, Inc. 


319 Arch St., Philadelphia 
Factories: Wilmington, Del. 
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possibilities in the use of Hub 
Gore. 


HUB GORE MAKERS 


Branch of EVERLASTIK, Zne. 
CHELSEA,MASS -- 1107 BROADWAY, N.Y. 


August 27, 1927 §) 
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As seen from the runway during the St. Louis Fashion Pageant, 
Aug. 4-17, Garden Theatre. 
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The ensemble of models, pages and contcstants in the Perfect Gar 
ment Model Contest, St. Louis Fashion Pageant, Garden Theater. 


St. Louis Pageant of Fashion 
a Brilliant Affair 


HE thirteenth annual Fashion 

Pageant opened Thursday, 

Aug. 4, to a capacity audience 
of visiting merchants who were in 
St. Louis for the market season. 
The pageant was held nightly ex- 
cept Sundays until Aug. 17. Un- 
questionably the entertainment and 
stage presentation surpassed any of 
the twelve previous efforts in brilliance, with nov- 
elties of the entertainment sort that were evocative 
of praiseful astonishment. 

Major Levy, that Master of the Mannequins 
with a national reputation for his ability in select- 
ing and training lovely ladies again directed the 
runway feature of the show, which he did most 
creditably. 

While shoe merchants are eager to acquire the 
latest style knowledge as created by the keenest 
brains in the St. Louis shoe market, it would be 
well to hesitate at this point and briefly outline 
the general style program that will be adopted 
for fall by the female of the species. 

This year’s styles reveal a return to the more 
feminine. Women will look more feminine. Al- 
most all trace of dresses with perfectly straight 
lines have disappeared. It is true that her knees 
are still much in evidence. There is no sign of 
their retreating, for skirts are, if anything, a 
trifle shorter. But the feminine modes will be 
toward flares and soft draped effects. Black 
satin and black and red satin and brown silk and 


the Fashion 
who 
the first 


The report on this page and 
those following is 
with the purpose of being 
of real service to shoe mer- 
chants who did 
Show. 
attended profited by 
hand information 
gained; those who could not 
attend will profit by reading 
this survey of Style. 


cloths were the 


written for afternoon wear. 


not attend 
Those 
color combination 
all-over red 
dence. 
usually low. 


a top part of other materials. 
dish brown was seen often in the 
some 


and even 
dresses were in 


favorite materials 
Velvets played 
an important part, combined with 


Red- 


evi- 


The waistline appears un- 


Skirts and coats were of knee length with many 
of the cloth coats appearing extremely short. 

Hats are either close fitting or have a ripple 
brim slightly broader than the very small-brimmed 


cloches of last spring. 


The opposite are a num- 


ber of unusually wide brim hats shown for the 


most part with evening garments. 
Coats for 


1928 are particularly attractive. 


Black will not be as popular as last year, but will 
share its prestige with various shades of tan 


trimmed in collars and cuffs 
haired fur coats are extremely 
popular, as are leopard, pony and 
spotted calfskin. 

The footwear worn by the 
thirty-five models was designed 
by the seventeen manufacturers 
participating in the spectacle. 
The styles were the smartest cre- 
ations of the designers represented 
in the St. Louis market and the 
shoes are practical, sensible styles 
which have been and will be bought 

[CONTINUED ON PAGE 62] 


of fur. 


Short 


Major Levy, well known 
master of the Mannequins 
during the Fashion Pag- 
eant. Major Levy will be 
in charge of the models 
during the St. Louis Pag- 
eant of Footwear Fash- 
tons, Nov. 28, 29, 30 and 
Dec. 1 
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The Crowded Theatre at Ypsilanti, Michigan, when Willoughby Brothers gave their great free Rebin Hood Show 


Two Great Pictures to Boost 
Your Sales in Children’s Shoes 


OUGLAS FAIRBANKS, the children’s favorite in 
“Robin Hood,” is the greatest shoe merchandising 
feature in the United States today. Central Shoe Company 
pays half the cost of the film, supplies souvenirs for the 
kiddies and tie-up material for the merchant. 


Then, after the Robin Hood 
show, you can get “Red” 
Grange, the idol of the kid- 
dies, in “One Minute to 
Play,” a great action picture, 
followed by a health talk on 
the features of Robin Hood 
Shoes. 


Wire, write or ask the 
Central Salesman for 
details and bookings of 
these two great shows. 


st. Lous, MANUFACTURERS Usa 


Here is the letter from Willoughby 
Brothers telling how great this big 
merchandising feature went over. 
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Capitol Footwear 
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Footwear by Capitol Shoemakers has that “irresistible charm” that delights 
the feminine eye. Capitol styles for “Fall” and “Winter” are designed to 
harmonize with Fall modes in coats and frocks. Graceful lines and fine work- 
manship combined with style and quality have produced in “Capitol Footwear” 


selling points that will make your sales pleasing and profitable. Our representa- 
tive will be pleased to call. Write or wire. 


Capitol Shoemakers Inc. 


12th Street at Russell Blvd. 
St.Louis. Missouri. 


“Capitol Styles Complete the Costume” 
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For a Brisk Fall Business 
_ Stock These Newest Styles 


In 


Brownbilt Shoes 


FOR WOMEN 





In Stock for Instant Shipment 





D19— ‘BROWNDilt”’ D14—“‘BROWNDilt”’ 
Women’s Black Satin Cosette Gore Pump, 


AA21—'*‘BROWNDilt”” 


Women’s Briarwood Calf Laura Broad Women’s Patent Tanglo One-Strap, Parch- 


One-Strap, Cobra Calf Trimming, Plain Plain Toe, 1%-inch Covered Wood Box ment Boa Calf Trimming, Plain Toe, 
Toe, 2%-inch Covered Wood Cuban Heel, Heel, Imitation Turn, Dlite Last. AA 2\%4-inch Covered Wood Spike Heel, Imi- 
Imitation Turn, Pageant Last, AA 4-8, 4-8, A 314-8, B 3-8, C 2%-8...... $4.00 tation Turn, Mayfair Last. AA 4-8, A 
A 4-8, B 3-8, C 2%8............ $5.00 = p18—same in Patent.............. 4.00 3%-8, B 8-8, C 2%-8............ $3.85 

















AA24—“‘BROWNDilt”’ 
Women’s Patent Beauty Tie, Black Suede 
AA26—"'BROWNDIIt”’ Quarter and Silver Piping, Plain Toe, 
Women’s Patent Scallop Pump, Plain Toe, D16“‘BROWNDilt” 2%-inch Covered Wood Spike Heel, Imi- 
2%-inch Covered Wood Spike Heel, Imi- ; «tation Turn, Pageant Last. AA 4-8, A 
Women’s Patent Anson Cut-Out Tie, Plain 

. -8, -8, 314-8, B 3-8, BUGS. ccrccccsvece 5.00 

tation Turn, Letty Last. AA 4-8, A 4-8 Sen, 2%-tach Covered Weel Bex Medi, % 3 C 2% $s. 
AA25—Same in Rosewood Kid, Marsala 


Imitation Turn, Gloria Last. AA 4-8, 2 
ee eecees A 314-8, B 3-8, C 2%)-8.......... Suede Quarter and Gold Piping... .$5.25 





Dwowns Saoe Gowngaiaay, 


Manufacturers 


ST. LOUIS U. S. A. 
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“STAR BRAND” SHOES 


Style 
Fit 
Wear 





SoSooonooonoMNor 














Folks who come to your store to buy 
shoes want good-looking, good-fitting, 
long-wearing shoes—In one respect 
at least they are just like you-—They 
want the best and the most their 


money will buy. 


Sell Them 
“Star Brand” Shoes 





ROBERTS, JOHNSON & RAND 
Branch of international Shoe Ca. 


St. Louis, Mo. 
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the Garment Models. 
the most perfect garment model in America. 





Miss Pittsburgh being crowned Queen of 


She was selected as 


[CONTINUED FROM PAGE 5/, 
by shoe merchants throughout the United States. 
No attempt was made to demonstrate the clever- 
ness of pattern impresarios by displaying their 
talents on a group of meaningless show shoes. 
Every effort was directed in presenting footwear 
that would guide a merchant in his selection for 
fall and culminate in ringing the cash register 
in his store. Approximately one hundred and forty 
pairs of shoes were shown. Careful examination 
was made of each pair so that the following sur- 
vey is authentic and should be helpful. 

The few shoes that were designed to match a 
particular costume were eliminated and do not 
come within the purview of this report. 

In the matter of patterns the field is very defi- 
nite. The two leading types are, of course, pumps 
and straps, followed by tie oxfords. The exact 
percentage of pumps and straps is evenly di- 
vided, being 38 per cent for each style. Tie 
oxfords are 24 per cent in the showing. 

Pumps are very plain, occasionally being orna- 
mented with a buckle attached to a high tongue. 
The tendency for a graceful curve in the arch 
still prevails but the line does not reach quite as 
far down as in the past seasons. A few gore 
effects are noted but the lack of bows and front 
effects is conspicuous by their absence. Scallop- 
ing the collar is resorted to frequently in an at- 
tempt to break up the line around the top of the 
shoe. Some of the pumps exhibited appear low at 
the throat but this is employed only where a short 
vamp appearance is preferred. 





PAGEANT OF FOOTWEAR 


FASHIONS ~Nov.28.29:30 
and Dec.1,1927 





In the strap domain the 
slender effects still predomi- 
And Next 
wy ‘, 
Vas 


nate. This does not mean 
that broad one-straps are not 
shown. But the percentage 
for the slender types far sur- 
pass the heftier ones. The 
broad strap patterns balance 
eee ee eee better with a box heel shoe 
and in many cases this com- 
bination is used. Slender 





straps remain high on the 
ankle and in many instances 














are designed to originate from the base of the 
shank. 

An effort to vary the fastening is made in many 
of the new straps. A change from button fasten- 
ings to clever adaptations was seen on many shoes. 
Buckles lead in the attempt but other loop ar- 
rangements and snap fastenings add novelty to 
strap patterns. Many one-straps have some slight 
cut-out where it joins at the collar of the shoe. 
The openings are small and few in number. 

There are a few cross straps and twisted ar- 
rangements usually caught in the center with some 
ingenious idea to hold the straps together. Center 
fastenings of side straps also were observed in 
this field. Only a few patterns were cut down to 
the arch. After a season of open-shank effects 
the lines being shown at present seem high but 
close observation reveals that while sufficient sup- 
port has been provided, still much of the foot 
can be seen. 

Tie effects are generally of the same pattern. 
Plenty of open work at the front but not too airy 
on the vamp. Most of the cut-outs appear high on 
the throat of the shoe. The throat line is carried 
extremely high on the foot. Patterns differ in 
that some employ a tongue while others eliminate 
it entirely. 

Invisible eyelets prevail on practically all pat- 
terns. A new note was side-tie effects in one to 
three eyelet types. 

While some talk has been prevalent regarding 
the high boot which were introduced last fall 
and predicted by some to reach a vogue this year, 
only two pairs appeared in the show. These, 
however, were introduced by some of the leading 
style organizations of the St. Louis market. Both 
were stunningly designed and appeared extremely 
dashing when worn with a fur coat and a cloth 
suit of material to match the boot. Nothing ex- 
treme was attempted in the design. Each carried 
a plain top cuff. 

Much has been said regarding the prevailing 
color for fall and every vote has been cast in 
favor of black. An actual survey of the show 
revealed that black predominated but the margin 
was so slight as to be negligible. Within a small 
percentage there were as many shoes shown re- 
lated to the brown family as was black. 

As to materials, patent leather led all others. 
Many of the patterns were plain and where trim- 
mings were used it was with good taste and not 
in splotches. Slender strips in many cases around 
the collar and occasionally running down from the 
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HOE STYLE CENTER 


lainer Patterns for Fall 


strap to the heel. While all was not harmony in 
a majority of cases the elimination of loud, 
screeching effects was resorted to. Black suede 
was used in a combination vamp and quarter pat- 
tern, then again reptile was employed to relieve 
the all-over patent effect. These combinations 
were few. Red kid as a trimming was most ac- 
ceptable because of the many garments being 
made in this combination. Here, again, the trim- 
ming was slight, merely a strip or slight conven- 
tional design at the side. Little vamp trimming 
was noted. 

Many oxford patterns were made in patent 
leather, and with the cut-out fronts, offered an 
attractive shoe when the contrasting hose showed 
through. Gun metal patent was seen in a few 
beautiful shoes. This material made up most 
attractive and for trimming is exquisite. 

Rumors have been emanating from manufac- 
turers regarding the increased demand for black 
satin. These rumors proved to be actualities when 
one-half as many black satin shoes were shown 
as patent. This is surprising in view of the 
dormant manner assumed by this material during 
the past year. For the most part it was used on 
plain pumps, which were ornamented with 
rhinestone buckles. Combination effects of 
moire and satin in vamp and quarter designs were 
exhibited. Gun metal patent and black suede were 
used occasionally as trimming. 


In the brown field Stroller tan in kid material 
led with a good margin. Brown suede made a 
good showing with second place and brown rep- 
tile took third position. 

Practically all shoes made in brown kid were 
trimmed in either suede are reptile of the same 
shade. The brown field was one of entire har- 
mony; in fact, the colors were matched if the 
materials were not. Many quarter and vamp 
combinations were designed with brown suede 
playing the principal role in completing the back 
part of the shoes. Brown reptile trimming was 
used sparingly but parchment or sauterne kid 
made a distinctive looking shoe. All-over effects 
were good in pumps. 

Brown suede was more pronounced than antici- 
pated or even touted by manufacturers. No all- 


over effects were displayed but some beautiful 


harmonizing patterns were seen when combined 
with brown reptile. Alligator was frequently 
used in overlay effects, as was lizard. Kid trim- 
ming was not resorted to as much as the reptiles, 
which seemed to match the material more satis- 
factorily. Black suede was not even among 
those present. One shoe in combination with 
other material was its sole representation. Gen- 
uine reptiles were fairly represented. In this 
field brown was the outstanding color with the 
materials running to the finer grained leathers. 
No all-over alligators were displayed. 


Two models and four dancing pages 
from the St. Louts Fashion Pageant. 
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. 1704—Patent Leather 
. 1714—Lizard Trimmed 
No. 1784—Brown Kid 


Stock for at once delivery 
































Styles that please 
In shoes that sell 


Good Quality, Up-to-date styles, Excellent value. 
Designed for women in all walks of life—a style for 


every occasion—a price for every purse. 


FOR WOMEN 


FRIEDMAN-SHELBY BRANCH 


INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 
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HE shank of the shoe — like the chassis of an automo- 

bile —is its most vital part. To withstand the weight, 
friction, and severe strain to which it is subjected, a high 
carbon steel, well tempered and hardened, is necessary. 


The CRAWFORD ARCH SUPPORTING SHANK embodies the 

= combination of rigidity and flexibility. It is a resilient 
LOGKING SHANK steel brace built into the shoe. A truss, riveted to the 
PERMITS SUING under side of the shank, keeps it in its original curved 
shape. One end of the shank is slotted and fitted around 

a split rivet, so that it will slide back and forth as the 

weight of the body is applied and removed from the foot. 

In this way, the shank is always snug against the arch of 

the foot, yielding just enough, under pressure, to accom- 

modate the natural flattening of the arch. When the foot 


is raised, it springs back into its original position. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Alpina’s Genuine Lizard on 
Patent Leather in a nouvelle 
Constructed Shoe. 


The new Ford line is the finest expression 
of the style trend for women in high-grade 
footwear for Fall. 


ry paataca 


a 
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=e 
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You will find the same high quality work- 
manship by men who have made the Ford 
line famous for its originality and youth- 


ful charm. 


C. P. FORD & CO.,, Inc. 


“Of the Better Grade 
for the Better Trade” 


Have you seen the 
“BEST-EVER” 
Quilted Satin Slippers? 


No. 3153 (Padded Heel Model) 
No. 7153 (Wood Heel Model) 
Available in eight colors. 
One pair of a size will serve 
as a foundation for this de- 
partment. 


True Economy demands 
a foundation of Quality 


BEST-LVER 
SLIPPERUC. IM 
75 FRONT ST, BROOKLYN NY 


Ne lork Olice hoom 540 Marbriclye bieky 


Rochester, N. Y. 





iable 


Colors and 


Styles 
( 8 Spats 


Colors in Felt, Black, Brown, Beaver, Fawn, Taupe and Pear! Grey 
Style 110, Felt, doz. prs. 

Style 113, Felt, made with four hole buttons, doz. prs.... 13.00 
Colors in Cloth, Black, Brown, Beaver, Fawn, Grey and Pearl Grey. 
er Se Le ccdewnsbbudcbeeeccece sod $15.00 
Style 114, Cloth, Leather Trimmed throughout, doz. prs... 21.00 
Style 117, Cloth, Tailor Made Buttons, doz. prs 


Box Cloth in Fawn and Grey. 


Style 115, Box Cloth, Leather Trimmed and Leather Piping, 
doz. prs. e > 


SNAPPY SHOE ORNAMENTS 


Rhinestone Shoe Buckles $6.00 to 836.00 doz. |'s 
Vamp Ornaments 12.00 doz. prs 
Metal Buckles z 4.80 doz. prs 
Leather and Ribbon Bows............ 4.80 to 9.00 doz 
Instep Straps 6.00 doz 
CUT STEEL BUCKLES of our own importation. 
Continuous shipments of Cut Steel Buckles from Paris to Man 
Prices arranged from $1.50 to $17.00 a pair. 


MANOLIS MFG. CO. 
4248 No. Crawford Ave. Chicago, III. 
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HE new Vogue eyelet is unusual in design. Although circular in shape, 
it has a square - hole center with four cut-outs on the flange. This un- 
usual cut-out feature allows the color of the leather to be seen through the 


eyelet, producing a striking and artistic effect. Snap up the appearance of 


your shoes with this attractive eyelet. Made in nickel, brass, or any of the 


standard eyelet colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON (BAC MASS. 

















THE QUALITY 


Sir Walter Raleigh 
was very solicitous about 
the comfort of his queen. 
The queen, however, like so 
many other women of her time 
sacrificed her foot comfort to 
follow the dictates of fashion. 
... Present day footwear — 
thanks to improved shoe-mak- 
ing methods and materials — 
combines style with comfort. 
That's why progressive shoe 
mantfacturers are equipping 
their shoes with (élastic— 
The Quality Box Toe. 
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Who’s Who on the Road 


Shoe Travelers Predict Good Late Fall and Early Spring Trade: 
Retail Stocks Reported Lower 


P K. OLSEN, formerly with the 
@ Peters Branch of the _ Inter- 
national Shoe Co., and later with the 
Kirkendall Shoe Co., has recently taken 
on the representation of the Morris 
Bros. Shoe Co. of Quincy, Ill. Mr. 
Olsen will cover Nebraska and South 
Dakota. 
E. HART, 
® who for the 
past twelve years, 
has covered In- 
diana, Ohio, and 
Michigan, first for 
the Brown Shoe 
Co., and later for 
Lewis A. Crossett 
Co., now repre- 
sents the M. A. 
Packard Co., in 
Missouri, Iowa, 
and Nebraska. Mr. 
Hart recently 
moved to his new 
headquarters at 3118 Linwood Blvd., 
Kansas City. He has been one of the 
good workers of the Indiana Shoe 
Travelers’ Association for the dozen or 
more years that he was in their midst, 
a good merchant counsellor to the re- 
tail shoe merchants in his territory, 
and always an active member of the 
many shoe conventions which have 
been held in Indianapolis. Mrs. Hart, 
too, was also prominently identified 
with the women’s hospitality commit- 
tees of the various conventions. Just 
before leaving Indianapolis, Mrs. Hart 
was tendered a farewell luncheon and 
card party by the ladies of the Indiana 
Shoe Travelers. 





F, E. Hart 





RNEST J. SIBBALD now repre- 

sents the Jellerson-Rafter Shoe 
Co., makers of women’s McKay shoes, 
Auburn, Me., in New York State, 
Greater New York, Philadelphia, Bal- 
timore and Washington, D. C. Mr. 
Sibbald formerly represented Lynn 
manufacturers of women’s __ shoes, 
among them being the Hooley Shoe 
Co. Mr. Sibbald has had headquarters 
in the Marbridge Building for some 
few years past, and will continue to 
work his territory from this point. 





THE Boyd-Welsh Shoe Co. of St. 
Louis, announce the following ad- 
ditions and changes to their sales 
foree: C. W. Hooper, covering Missis- 
sippi, Louisiana, Alabama and parts of 
ennessee. Mr. Hooper was formerly 
with I. Grossman, Inc.; Frank C. John- 
son, formerly covering the Mountain 
States for Boyd-Welsh Shoe Co., now 
covers Oregon, Washington, Montana, 
Idaho and Utah for this house; Walter 
C. Lutman, who has been covering 
Kansas and Nebraska for Boyd-Welsh 
Shoe Co., has had Colorado and Wyo- 


BY HELEN M. HANEY 


ming added to his territory; Frank C. 
Rice, for 17 years with Utz & Dunn in 
New York State, is now covering Penn- 
sylvania and New York with the Boyd- 
Welsh Shoe Co. line. 





HARLES W. MILLER, who repre- 

sents the Brown Shoe Co. in 
Dallas and Fort Worth, Tex., recently 
joined the salesforce of this company, 
having been, for a number of years, 
with the Hamilton-Brown Shoe Co., 
in Central Texas. Mr. Miller’s head- 
quarters are at the new sample room 
of the Brown Shoe Co., at 911 Santa 
Fe Building, Dallas, facing Commerce 
Street, in the heart of the wholesale 
district, where samples are on display 
at all times. He is very proud of his 
new business home and tells the 





enact wean 


PRICE ADVANCES STABILIZ- 
ING TRADE 


Shoe travelers on their mid- 
summer trips, report to the N. S. 
T. A. office that they find retail 
shoe stocks comparatively low, 
and that many retail shoe mer- 
chants tell them they have 
cleaned up very satisfactorily. 
The boys on the road report that 
their factories are doing an ex- 
ceptionally good business, and 
that these factories will be busy 
until the late fall on business re- 
cently booked. This is a healthy 
sign, showing that retail shoe 
merchants are placing their or- 
ders further in advance than for 
a few years past. 

Shoe travelers also report that 
certain retail shoe merchants 
who have been selling merchan- 
dise heretofore at the lowest pos- 
sible price, have, recently, with- 
out reluctance, advanced their 
prices to the consumer, on the 
principle that it is better to sell 
higher grade merchandise at 
higher prices, and establish a 
quality standard, than to make a 
bid for trade through lower price 
levels at a sacrifice of quality. 
For instance, many stores, for- 
merly featuring $4 and $5 shoes, 
are now featuring $6 and $7 
shoes. 

The flurry that some antici- 
pated as the result of higher 
prices of leather, and higher 
prices of shoes, has not occurred, 
say prominent traveling sales- 
men, who feel that the price ad- 
vances are stabilizing trade, and 
who are looking forward to ex- 
ceptionally good business for the 
late fall and spring. 














RECORDER that there is shelving on 
three sides of the room and that the 
color scheme of the walls and ceiling 
are in tones of tan and ivory. .On top 
of the shelving, Mr. Miller has dis- 
played various types of the Brown 
Shoe Co.’s advertising matter. 





HOMAS DALY 

of Chicago, 
who travels Ohio 
and Indiana, as 
well as many of 
the big towns and 
cities of the coun- 
try for the John 
Ebberts Shoe Co., 
visited Boston re- 
cently, en route to 
Holly Inn, Christ- 
mas Cove, Me., on 
a vacation trip. 

Thomas Daly Mr. Daly makes 
; f his headquarters 
in Chicago at the Palmer House, from 
which he visits his trade every three 
or four weeks. He makes the big cities 
of Minneapolis, St. Paul, Kansas City, 
Wichita, St. Louis, Chicago, and all of 
the women’s college towns. He reports 
that the college girls like 12/8 heels 
and even higher. He also says that 
he has sold many Rodeo boots with 
patent leather and alligator trim, and 
tops of fancy kid leather; that his new 
hair calf shoes, blue ooze, as well as 
patent colt and black and brown ooze, 
shoes are popular, and that the John 
Ebberts Shoe Co.’s factory is working 
overtime. 








HE Hood Rubber Products Co., 

Inc., sales representative of the 
Baltimore district, comprising Mary- 
land and Virginia, recently held its 
semi-annual conference at the Balti- 
more headquarters, 10 South Eutaw 
Street. Paul Swaffield, in charge of 
the New York, Baltimore, Philadelphia, 
Scranton, and West Virginia districts, 
presided over the “get-together.” 





HE Foot, Schulz & Co. of St. 

Paul, have recently made several 
additions to their list of traveling shoe 
salesmen, as follows: In Southern 
Iowa, C. J. Wohlford; A. H. Larson 
has the Foot-Schulze line in Montana 
for the first time; L. C. Holthouse is 
calling on the trade in Arkansas; Ed- 
ward Agan succeeds his brother Roscoe 
in Southern Kansas, while Fred Moore, 
well known in Kansas City and St. Joe, 





has the Foot, Schulze line in that 
section. 
AVE DAVIS, who represents 


Thompson Bros. Shoe Co. of Cam- 
pello, Mass., in Chicago, returned to 
his business recently, after a five 
weeks’ vacation tour. 
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What Will 1928 
Bring in Profits? 














Right now you are deciding what 1928 will bring in profits. Shoe 
salesmen are in your store soliciting orders. You know that carrying 
too many lines of similar shoes hurts any retail shoe business. Start 
today—check your stock and eliminate those similar lines and similar 
styles. 
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The Keds salesman will soon be in your store. In Keds you have 
the opportunity to overcome your stock difficulty. Keds, made only 
by the United States Rubber Company, is the most complete line of 
canvas sport shoes in America. Keds is the standard by which all 
canvas sport shoes are judged. Keds is the name the public uses more 
often in denoting its preference for sports and recreation footwear. 
Retailers are finding that the “one line only”’—‘“Keds only”—policy 
is making money by cleaner stocks, more rapid turnover, and satisfied 


customers. 
Buy Keds. 


United States @ Rubber Company 
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New Keds Prices Show Few Changes 


Retail Shoe Merchants “Sweetening Up” Their Gaiter Stocks 
in Anticipation of Fall Season 


ITH the cotton market 
making much higher levels 
than those for the corre- 


sponding period of last year, the new 
Keds price list, as announced re- 
cently by the United States Rubber 
Company for 1927-1928, effective 
August 1, 1927, and “subject to 
change without notice,” shows very 
few changes from the prices an- 
nounced in these columns on Septem- 
ber 4, 1926, with the exception of a 
few items. For instance, the “Com- 
bat” shoe for farmers, carpenters, 
painters, and other workmen, with 
its steel and fibre shank for arch 
support, a shoe built for comfort and 
service, has been reduced approxi- 
mately 5 per cent. 


N innovation occurs in the for- 

merely called “Dash” shoe, not 
stamped “Keds,” announced in the 
previously issued price lists of the 
United States Rubber Co., and 
which is listed in a new and im- 
proved development in tne 1927-1928 
price list as “Holdfast,” but as is 
also explained therein: “Holdfasts 
are not Keds.” It is ciaimed by the 
United States Rubber Company that 
—“This line has been designed to 
give an unusual value at a lower 
price.” For instance, while the 1926 
“Dash” in men’s white or brown 
duck, sold for 80 cents, the “Hold- 
fast” in white and brown duck, in a 
lace-to-toe-bal, with black athletic 
trimming and ankle patch; black 
gum foxing and toe cap, black cor- 
rugated sole, and black enamel eye- 
lets, is listed in the new 1927-1928 
price list at $.70. Some novelty num- 
bers in women’s, misses’ and chil- 
dren’s numbers have been incorpor- 
ated in the “Holdfast” line. 


ETAIL shoe merchants every- 
where are talking about their 
gaiter stocks. They realize that the 
cold weather is almost here, and that 
the public—the women and children, 
especially—want to be stylishly, as 


well as comfortably, shod. There is 
a wide variety of patterns in over- 
shoes on the market—from the con- 
servative models to the ultra in colors 
and color combinations. This year, 
more than ever before, gaiters are 
designed “for the occasion” — for 
sport, for semi-dress, for the tailored 
costume and for full dress wear, and 
fashion has this year decreed that 
every woman, to be well shod in the 
cold rains of the fall, or the snows 
and cold of the late fall and winter, 
should wear overshoes. She may this 





When the young woman of fashion walks 
about in next fall’s rains and winter's 
slush and snows, she may choose among 
the new overshoes on the market the 
“Shugluv;” shown above, made by the 
Miller Rubber Co. It is claimed by the 
manufacturers that its all-rubber design 
assures a lasting and attractive appear- 
ance of the lightweight, but serviceable, 
shoe; that it may be quickly cleaned with 
a damp cloth; that it is produced in the 
colors of brown, black, nude, and gray; 
that it will fit any shoe, or any of the 
various styles of heels; that its plaid top 
is attractive, and that it may be worn 
snugly around the ankle, or turned down 


over the shoe. 





year choose the exact shade to 
match, or a shade to narmonize with 
her gown. Children’s fashions in 
overshoes show patterns and colors 
just as “smart” as mother’s or 
“dad’s,” for the rubber manufactur- 
ers have made an extensive study of 


the galosh style problems of the 
merchant and the public he serves in 
the overshoe line, and have this sea- 
son featured a wide assortment of 
shades and fabrics that combine at- 
tractiveness with utility. 


T is not too early to show over- 

shoes on October 1, while some of 
the all-rubber models may be shown 
immediately, as they are light weight 
yet serviceable and afford ample pro- 
tection from the heavy fall rains. 
The tweeds, in their soft checks, and 
color combinations of gray and black, 
and brown mixtures, make attrac- 
tive trims, and the advance sale pos- 
sibilities of these lines are not being 
overlooked by the progressive retail 
shoe merchant everywhere. Ernest 
N. Park of the Park-Brannock Co., 
Syracuse, N. Y., who has made a 
reputation for himself as a success- 
ful merchandiser of rubber shoes, 
believes in featuring attractive over- 
shoes in his windows, and passes 
this advice on to brother merchants: 
“The selling of more rubbers is sim- 
ply a question of turnover and fol- 
lowing the styles as closely as you do 
in the novelty shoe game.” Other 
wide-awake retail shoe merchants, 
the country over, feel the same way 
about rubber shoe mercnandising as 
does Mr. Park,eand have made up 
their minds this year, as has Mr. 
Park, to roll up more good profits 
for the fall and winter of 1927-1928 
from their present rubber’ shoe 
stocks, and from those which they 
are now purchasing. 


Rubber Trade Notes 


Boston — Travelite Rubber Co. 
has recently incorporated to deal in 
rubber heels. 

Adelson & Barker, Inc. (132 Lin- 
coln Street). wholesale rubber and 
tennis shoes, recently commenced 
business here. 
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No. 131 
Colonial Pedestal 
12” — 18” — 24” 
$4.50 $5.60 $5.50 
Colonial design fixtures 
are used in the new 
Coward store. Like all 

win fixtures they 
lend an atmosphere of 
distinction. 





GOODWIN DOES THE NEW 
COWARD STORE IN BOSTON ¢ 


Mr. E. C. Goodwin, August 20, 1927 
C. L. Goodwin, Inc., 


Worcester, Mass. 


Dear Sir: 

I want to thank you for the wonderful store you have made for us in 
Boston. 

The design and workmanship is especially pleasing and we are justly proud 
of this store. 

Our confidence in your ability and good judgment was proven when you 
fabricated our new branch in New York City in less than four weeks’ time. 
With this exceptional achievement fresh in mind we therefore gave you only 
a skeleton idea of our requirements in Boston, leaving all details to you. 


For a week I have enjoyed examining the details of the Boston store. 


There’s not a flaw to be found in it! 
Dn Cauc§frs 


Yours very truly, 
THE COWARD SHOE 


Cc. L. GOODWIN 


“Everything for the Shoe Store but the Shoes” 
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The Largest New Shoe Store Ever Opened— 
121,000 Pairs of High Grade Shoes— 


A Million Dollar Investment! 


Mr. Coward gave C. L. Goodwin & 
Co. a carte blane order to build and 
equip his marvelous new Boston store. 
Goodwin did this—every detail of it. 
He turned a complete selling plant 
over to the famous Coward organiza- 
tion. 


“And I can’t find a flaw in it,” con- 


fesses Mr. Coward. 


This is the 
Goodwin has done, the first being 
the new 47th Street store in New 
York City which opened in March 


second Coward store 


—built complete in 22 working days. 


Goodwin builds shoe stores 
where—is now constructing in New 
Orleans, Albany, New York City, 
Brooklyn, Boston, three in Detroit, and 
in Northampton, Mass.—for 
companies as Regal, Emerson, Doug- 


las, Walk-Over and others. 


every- 


such 


No other contractor can give you as 
When 


you think of building a new store or 


complete service as Goodwin. 


altering your present store—talk to 
Goodwin. 


No. 133 
Game , Hosiery Stand 


30 other styles of high 
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& COMPANY IN 


Worcester, Massachusetts 
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TN ONY OD 
(‘ver Woman Customer» 


neeus a Lyons Product suggest it 








The Latest in Shoe Comfort 


Lyons Host Paorecton | PARAMOUNTSav-[jose 


The Best Side Heel Protector 





If displayed 
they sell 
themselves 


The profits 
are above 
the average 












2Sc a pair 
Already proven a wonderful seller 


A small order will convince you 


Put up 1% Doz. to a Card 


Large size....81.90 dozen, $2.85 Card 
Medium size.. 1.60 dozen, 2.40 Card 
Small size.... 1.40 dozen, 2.10 Card 


Your line is not complete without Paramount 





Put up 1 Doz. to a Card 


Dealers Price, $1.75 Dozen 











DR. LYONS 
METATARSAL PAD 


RELIEVES ACHING FEET 


LYONS COMBINATION 


Hose Protector and Heel Rest 
Discounts 

5% on % Gross; 

10% on 1 Gross 
All Articles 


Your trade needs them Serves a double purpose 
















Al 
Made of soft “ ag 
Sponge PLAIN 
material, PAD Fills a popular Sells for 
with fine double thick- Demand 35c a pair 
Kid ness without 
Topping Kid 


Topping 


You should try this item. 


e 


Steadily growing in popularity 
DEALERS PRICES Asl 


Regular Metatarsal Pad, $3.50 Dozen Pairs . us 
Plain Metatarsal Pad, $2.50 Dozen Pairs for Samples 


All Good Jobbers Handle Them! 





Put up 1 Doz. to a Card 
Dealers Price, $2.50 Dozen 








Lyons Host PRoreEctTor @. 


OMAHA, NEBRASKA 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 








Get “The Jump” on Competitors with a Display of Rubbers 


T’S part of the service you 

owe your buying public 

to see that the various 
types of footwear they should 
have are brought to their at- 
tention. 

In general, much is said 
about footwear for all occa- 
sions—but not much about 
rubbers. At least, most deal- 
ers neglect bringing rubbers 
before the potential buyers 
until after they’ve got their 
feet wet. 

If reminded of this before, 
they should appreciate it more. 

Rubbers displayed now will 
remind many people of the 
need. Among those it draws 
into the store will be some who 
will buy shoes—some who 
hadn’t intended buying shoes 
at this time—some who had 
contemplated buying them else- 
where. 

Show them before they’re 
needed, for there’s no other 
footwear as important to have 
at hand when needed. Let the 
other fellow wait for the rain. 
You beat him to it. 


Display Them Neatly 


Rubbers are good staple 
merchandise. They are sold 
in very little of the salesman’s 
time and yield a satisfactory 
profit. They are worthy of 
more attention than is accorded 
them. They should be dis- 
played as neatly and artistic- 
ally as your “footwear for 
occasions.” They should be 
shown on forms or on shoes. 
At times they are entitled to 
a special window setting. 


Some Things to Do in September 


Sept. 1-3 

Labor Day is generally regarded as the 
dividing line between summer and fall. 
Though the weather may be pretty warm, 
windows and ads should speak of autumn. 

School shoes are entitled to right-of- 
way in the display space now. Some sou- 
venirs or advertising novelties given with 
these will boost sales materially. 

Have you carefully gone over the fall 
lines with all the salesforce? If not, this 
should be done as soon as possible. 

Sept. 5-10 

Send out some literature or circulars 
on shoes for occasions. The season for 
parties and dances is near enough to start 
folk’s thoughts in that direction. Weave 
your name into the happy contemplations 
in their minds. 

Plan ahead on your October ads and 
windows. 

Sept. 12-17 

Now we’re getting into a season for 
football, basket ball, hunting, fishing and 
other games and sports. These provide 
human-interest themes that can be used 
in ad illustrations and window settings. 


For instance, a football with headgear - 


and perhaps the complete costume, could 
be shown with football shoes; a gun and 
game bag with hunting boots, etc. Usually 
accessories of this sort can be obtained 
from nearby dealers, who are glad to loan 
them because their use here helps to 
create a desire for these wares. 

Special window settings depicting out- 
ing scenes are splendid attention getters 
and create a very favorable impression for 
the store. 

Sept. 19-24 

Wet weather will soon come along. 
Rubbers, footgluvs, galoshes, etc., will be 
in order. They should have a small win- 
dow to themselves at about this time. Pre- 
pare some small special ads and some 
window streamers or posters, and have 
these ready to use at the psychological 
moment. 

Sept. 26-30 

Order your Christmas decorations, 
printed wrapping paper and holiday boxes. 

Plan a special setting for a Hallowe’en 
trim; also one for a harvest window. 














In shoes and hosiery you 
aim, no doubt, to make your 
displays educational—to show 
your public what’s correct with 
what, for where and when. 
Why not extend this idea to 
take in rubbers? Show the 
different types of rubbers, 
footgloves, galoshes, etc., in 
conjunction with the type of 
shoes with which they should 
be used. Introducing the sales 
element in this way means 
more pairs of rubbers per cus- 
tomer, more easily sold. 


Double Your Sales 


With competition pursuing 
the usual course of neglect 
with regard to rubbers and 
their kindred 
should not be difficult for you 


products, it 


to double and treble your sales 
on these items. 


Proper Advertising 


From the standpoint of ap- 
pearance, rubbers today are 
being made to fit into the pic- 
ture. No longer need fastid- 
ious folk feel ashamed of 
their rubbers. On the other 
hand, they should be ashamed 
of unnecessarily exposing their 
shoes—and, what’s more im- 
portant, their health—to de- 
structive elements., Drive 
these points home through 
snappy copy in your ads and 
show cards. Get an expres- 
sion from your local health 
commissioner on the subject 
and quote him. Put your best 
foot forward in this matter 


and you'll get results. 
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The New Way Method in 


" 
a 


-and pleased with the SUOFe i 00 


ROFIT results from a series of satisfactory sales. 

The customer must be “sold” and kept “sold” 

—pleased with the merchandise, the store person- 
nel—but most of all pleased with the store itself. 


For a store, to be successful, must have a pleasing 
personality. 


—And that means proper store equipment properly 
planned and placed. 


Merchandise is important—but it is becoming 
more and more standardized—values are a 
matter of personal opinion—display is the im- 
portant thing today—a tempting array of 
articles that seem to say, “Here’s just what you 
want.” Everywhere an atmosphere of warmth 


and welcome—that’s store personality which pleases 
patrons and pays profits. 
This is what we mean by “New Way Method in 
Merchandising.” Is it a sound investment? Many 
merchants report that sales have increased 25, 35 
and even 75%, following proper store planning. 
They will tell you it is the best investment any mer- 
chant can make. 
And it is important not to delay. Write us re- 
garding our service. Ask for names of nearby 
stores which merchandise the “New Way.” Get 
our latest literature which will be mailed 
without obligation. 


Join the ranks of alert merchants whose stores 
please their patrons and profit thereby. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
GRAND RAPIDS, MICHIGAN 
THE GRAND RAPIDS SHOW CASE COMPANY. WELCH-WILMARTH CORPORATION 


Sa aE 





Factories 
Grand Rapids Portland, Ore. 
Baltimore New York City 


Name 


Grand Rapids Store Equipment Corporation L-> | 
. Grand Rapids, Michigan } 
Gentlemen :—Please send literature and information 
on your planning service and store equipment. 


i Branch offices and representatives 
in most principal cities 





Address 
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Suggestion for an effective au- 
tumn setting consisting of a 
painted wall board panel set 
back against a sheer curtain of 
warm color tone and flanked by 
two decorative plateaus 


Change the Effect of Display 


Windows in Autumn 


UTUMN—which means Septem- 
A ber, October and November— 
is, generally speaking, the har- 

These months 
are colorful*in all nature and to re- 


flect this spirit of the season in your 
show windows is to create a friendly 


vest time of the year. 


interest in your merchandise. The 
general setting that surrounds your 
merchandise should be attuned to 


The center unit of this setting 

is of the type known as a cor- 

nice top piece. The panel is of 

golden satin. Flower stands of 
antique gold 


the season and suggest the need of 
your product. 

It is next to impossible to make 
a noticeable change in the effect of 
your displays of new shoe styles 
without making a decided change in 
the background. There are shoe 
windows throughout the cities of the 
United States that look the same 
every week of the year, and natur- 


ally these windows become monoto- 
nous and uninteresting to the general 
observer. The one big essential of 
window displays to create interest 
and to draw in the public is a change 
in the effect. Changes in the effect 
of the surrounding of your merchan- 
dise will make the merchandise 
itself look different. You cannot 
improve on the shoe styles every 
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How high is an arch ? 


You might as Ng ask. "How long is a piece of string 




















With foot arches varying like this, how can 
you provide practical support or protection 
for them with “supports” built into shoes? 


For each shoe size you have cus- Hence if the support fits when the bones may be gradually eased 
tomers whose arches vary as much yousell theshoe therestillismore back to normal position. 
and more than those sketched to be done to effect correction. 


above. As the condition of the arch im- Dr. Scholl’s 


proves and the discomfort wears (€ tive Foot Appli 
1. ee SL Ls 


f the right el 
rr ot the het illustrated would Faised at intervals in order that 


be wrong for any of the others. 


You could carry all the lines of 
arch support shoes and still fall 
short of fitting the arches of all 
customers. 

Any form of arch support 
which fails to fit the arch can do 
no good. In fact, it may do harm. 


If all feet were cast in one mold, 
they could be fitted with supports 
made that way— but you, Mr. 
Shoeman, must be ready for things 
as they are. 


may in a moment be adjusted to a 
perfect fit for any arch. And to 
readjust them later as improvement 
permits is even easier. Let us teach 
your salespeople how to determine 
just what every foot needs and 
how to render this service. 


A nominal investment provides 
a sufficient stock of supports and 
an Arch Fitter for their adjustment. 


Write us for complete data 
on practical foot correction 


THE SCHOLL MEG. CO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 


62 W. 14th St., New York 
112 Adelaide St., E., Toronto 
1-4 Giltspur St., London, E.C. 


Branches in the leading cities of the World 


Practical arch supports must 
be ADJUSTABLE—must be 
adjusted more than once. 


| 7 | 


Dr. Scholl’s Corrective Foot Appliances are very simply and quickly adjusted to give the 
required elevation just where it is needed and not where it isn’t. You do this with Dr. Scholl’s 
Arch Fitter—adjusting the support to arrest the falling of the arch at first, and later to increase 
the elevation. The Dr. Scholl System is endorsed by the medical profession throughout the world. 
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week, but you can by a little thought 
and at a minimum of expense make 
the shoes look different and intens- 
ify the interest in them by paying at- 
tention to the background or setting 
that you place back of your shoe dis- 
play. 

You may yourself become dissatis- 
fied with the monotony that sur- 
rounds your display, and you can 
easily believe that the public feel 
the same way about it. Get your 
windows in shape. Have them color- 
ful and interesting at all times and 
you will double your sales. 


A Few Background Suggestions 


Sketch No. 1—will give you quite 
a clear idea of a setting that is good 
looking, interesting and yet digni- 
fied. The top valance is suggested, 
in a fabric in good fall color with a 
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Wall board panels 
like these with fig- 
ures painted in nat- 
ural colors add life 
to a_ children’s 
window. They can 





decorative edging. Back of this is a 
curtain in a good sheer material also 
in a warm shade. In the center of 
the window we show a screen panel. 
This panel consists of a neat wall 
board panel section in center, rein- 
forced at sides with 34 inch wood, 
narrow panels. The subject of the 
decorative painting would be an au- 
tumn scene in warm autumn colors. 
The small plateaus on either side of 
panel are to be decorated to match 
the screen. 

Sketch No. 2—This drawing shows 
a complete setting for Shoe Window, 
and is easily installed. It consists 
of a neat cornice top piece, a plat- 
form or base with a decorative panel 
standing at back of top of platform. 
Panel to be painted on golden satin 
in autumn colors. The flower stands 
shown on either side are te be in 
antique gold, and these are shown 











For another chil- 
dren’s window a 
different type of 
panel, such as this, 
can be used. If 
suitable work ts 
not available local- 
ly, the panel can be 
ordered from a 
good window dec- 
orative house 











be used against the 
permanent back- 
ground 


supporting a spray of autumn leaves 
(artificial foliage). 

Sketches No. 3 and No. 4— show 
good feature treatments for a win- 
dow displaying children’s shoes. The 
round panels in sketch No. 3 are 
made of wall board and figures are 
hand painted in natural colors. At 
either side of the panels a spray of 
artificial foliage will help add color 
to the window. 

Sketch No. 4 is a large Unit Set- 
ting Panel with girl figure. It is 
made of wall board reinforced with 
wood strips on back, and this is to 
be fastened as shown to a wood base. 

Features as suggested above if 
constantly changed will create a 
great deal of interest, and your in- 
crease in sales will warrant the 
moderate investment needed to carry 
this work along from month to 
month. 
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ONRAY 


A Companion to Adray 


Hi-Pile—Hi-Lustre Plush 


A New Hi-Pile Window Plush 


Full of Life and Sheen; 24 Inches 
Wide. For Store, Window Back- 
grounds, Puffing, Draping, Mats 
and Curtains. 


SLX WONDERFUL COLORS 


Orange 
Lindbergh Blue 
Ruby Red 
Myrtle Green 
Royal Purple 
Copper 


AT A WONDERFUL PRICE 


52 00 per yard 


Samples on Request 


“The Guide to Better 
Window Displays” 


Our Complete Catalog of 
Fall Artificial Flowers 
anc Window Decoratives 
Is Now Ready. It’s Free. 


When in Chicago Visit Our Display 
Rooms. They Offer Many New Ideas 


The Adler-Jones Co. 


645 So. Wells St. 
CHICAGO 
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The Reflector That 
is “Sold With a 
Lifetime Guarantee” 


These two new members 
of the Sterling Family 
are specially designed 
for 100 Watt Type “A” 
INSIDE FROSTED 
LAMPS. 


FACIL 
WINDOWS 


SHOW WINDOW LIGHTING now occupies an 
important place in the merchandising plans of thousands 
of Shoe merchants who appreciate the attractiveness and 
tremendous selling power which it provides for window 
displays. 

Many Shoe stores of National scope and reputation— 
stores that rely very largely upon their windows for sales 
—depend upon Sterling Reflectors for effective, efficient, 
and profitable lighting in their Show Windows. 


Reflector & Illuminating Co. 


Representatives in All Principal Cities 


1413 W. Jackson Blvd. Chicago, U. S. A. 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American” Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating Gmpany 


1016 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 








American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating."’ 

Name 

Address 

City = 

Address Personally to 








No. 9015 
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The Delmar.........$6.00 
Black Kid openwork front, 3- 
Button Pump. Imitation Tip. 
Perforated vamp on our 40 last. 
Goodyear Welt. 13/8 solid 
leather heel. 





FASHION ARCH 





Patent leather 1-strap Pump. Black 
Kid Strap and Vamp Band. Good- 
year Welt on our 156 Last. 14/8 
wood covered heel. 


In Stock 


cb 





Black Satin 1-st Pump, Frenct s 

corded trim. on our 156 Tast. 14/8 Sizes 

covered heel. Goodyear Welt. a 
AS «10 =D 410 
B 44-10 E 410 





C 3%-10 EE 4-10 











Terms: Net 30 Days 


BURROWS SHOE CO., INC. 


ROCHESTER, N. Y. 
NEW YORK CITY: MARBRIDGE BLDG. Welt. 










The Belmont........86.00 


Black Kid 3-strap Black Kaffor Kid 
collar and straps. Goodyear Welt cn 
our 162 last. 13/8 solid leather 










The Belmont..... $6.00 


Black Kid five eyelet openwork 
lace oxford. Black Kaffor Kid 
trim on our 162 last. 13/8 
solid leather heel. Goodyear 




































Your 
Cash Register 
Tells the Story 


An accurate record of the items 
displayed in your Kawneer show 
window will be found on your cash 
register tape. Hundreds of retailers 
have had this fact demonstrated to 
them repeatedly. They are now 
using their Kawneer windows not 
only to build up sales generally, but 
to increase turnover in lines which 
have been slow sellers. 


You will find more than 300,000 
Kawneer Solid Copper Store Fronts 
on the busiest streets of the nation. 
Just ask the man behind one what 
he thinks of the permanent and 








SEND FOR IT 


If you are interested in windows that 
will actually produce more sales send 
for the booklet as described in the 


coupon. 


Kawneer 


§ SOLID COPPER 


TORE FRONT 











profitable service he obtains from 
his Kawneer show windows. These 
users will tell you that Kawneer 
Solid Copper Store Front material 
STAYS and PAYS. 








S 





THe 
Kawneer 
COMPANY - 
1713 Front Street Niles, Michigan 
Please send me a copy of “How To Display 
Merchandise to Sell It.” 
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Chicago Merchants Strongly 
Favor Blue as Fall Color 


Suede Revival in Black and 
Brown Also Reported 
Under Way in “Windy 
City” 

CHICAGO, ILL.—These are the “dog 
days” of Chicago’s shoe business. In the 
betwixt and between of the seasons the 
retail business is little more than fair. 
Sales have slowed down due probably 
to a spell of cool weather, and yet 
enough of the warmth remains so that 
fall merchandse is not interesting. 

Blue kid leather looks like a strongly 
tavored bet in the more exclusive boot- 
eries, only waiting for fall buying to 
prove whether another fling at colors 
is to repeat or reverse the summer’s 
experience. 

As is to be expected, the annual fall 
effort to revive suedes is taking place 
and black and brown suede with calf 
trims in pump and strap and some ox- 
ford models are in the windows, and 
generally speaking (so far) that’s the 
only place where they are popular. Gun 
metal and black calf look very strong 
for the fall season taking the place of 
at least some of the patent business 
which while excellent from a_ sales 
standpoint has gotten a little monoto- 
nous from a merchandising angle. Pat- 
ent has been so steady and so certain 
that the average merchant yearns for 
something to upset it enough to add 
zest to the business. 

There seems little doubt but that the 
wider strap models will be in vogue 
strongly for the fall street wear. So 
will the high Colonial types and the 
large buckle ornamented pumps or 
gore oxfords. Satins are selling a lit- 
tle better, especially those with the 
beaded strap effects and narrower toes. 

The copper tan shades are favored 
by Foster in his windows as are lower 
heeled models and a beautiful array of 
champagne kid footwear with darker 
brown trim in pumps, straps and ox- 
fords, T straps being favored. 

The men’s business has been quiet, 
running almost 80 per cent black and, 
according to “Rube” Metz, it looks like 
a strong black fall. Mr. Metz is also 
responsible for the statement that there 
is an increasing demand for high shoes, 
many customers asking why no high 
shoes are being shown in the men’s 
store windows. Rube also informs your 
correspondent that there is a notice- 
able demand for men’s footwear above 
the six dollar grade and a steady de- 
mand for the grades from eight dollars 
up. 








Wilson Now Owns Shop 


DETROIT, MICH. 
—Merle M. Wil- 
son is now the 
owner, as well as 
the manager, of 
the Webster Hall 
Boot Shop of this 
city. Mr. Wilson 
came to Detroit 
last December as 
manager from the 
shoe department 
of L. Strauss & 
Co. of Indianapo- 
lis. He received 
his “schooling” 
under the very 
efficient manager of the L. Strauss shoe 
department, Clyde Young, who is con- 
sidered one of the best shoe men in 
that part of the country. Mr. Wilson 
was a principal in the first wedding 
ever held in Webster Hall. The cere- 
mony took place in the assembly room 
of this new hotel building, in which the 
Webster Hall Boot Shop is located. 
The hotel is a strictly “stag” hotel, 
and therefore it was a “real” celebra- 
tion. The other principal in the happy 
event was a young lady, now Mrs. 
Merle M. Wilson, who formerly worked 
in the children’s clothing department 
of L. Strauss & Co., at the same time 
that Mr. Wilson was a worker in the 
shoe department of this store. 


Merle M. Wilson 


Applestein Moving 


BALTIMORE, Mp.—New, larger and 
modern quarters will be occupied by 
Applestein’s Shoe Store at 1025 West 
Baltimore Street. The store, which is 
owned and operated by Louis F. Ap- 
plestein, is now located at 1225 West 
Baltimore Street. The store building 
at the new location is now undergoing 
complete remodeling, which is expected 
to be completed by the end of this 
month. Shoes for the entire family— 
men, women and children—is carried. 
In connection with the opening of the 
new store complete lines of hosiery for 
raen, women and children will be added. 


Remodeling Building 


WAUKESHA, Wis.—Cohn Bros.’ Shoe 
Store, owned by Sam and Phillip Cohn, 
is remodeling the building it is located 
in here by changing the three stores 
into one, giving the shoe store consider- 
ably more room. Offices will be on the 
second floor and a public hall on the 
third floor. 





H. B. Kandel, Shoe 


Buyer for Hecht Bros. 


BALTIMORE, Mp. (UTPS)—Harry B. 
Kandel has been appointed buyer of 
footwear for Hecht Bros., 412-14 South 
Broadway. Mr. Kandel is at present 
assistant buyer for the men’s and boys’ 
shoe departments of The Hub, Balti- 
more, Charles and Fayette Streets. 
Both The Hub and Hecht Bros. are 
controlled by the same interests, both 
being branches of the group of nine 
stores owned and operated by the 
Hecht company. Four of the stores 
operated by the company in Baltimore 
are maintained under the name of 
Hecht Bros., the main store being at 
Baltimore, Pine and Redwood Streets, 
and the next largest Hecht Bros. store 
is at 412-14 South Broadway. 

The appointment of Mr. Kandel to 
the position of buyer is a pomotion in 
a large organization and is an evidence 
of the esteem he has been held in and a 
recognition of his ability. Mr. Kandel 
has been assistant at The Hub for the 
past two and a half years. Frank Wein 
is buyer of the departments with which 
Mr. Kandel was connected. Mr. Kan- 
del will assume his new position Sept. 
1. He will succeed A. Louis Sohmer, 
who has been buyer at the South 
Broadway store of the company for the 
past fourteen years, which he has re- 
signed to open a store of his own at 
418 North Charles Street. 


_ Huggins Co. Moving 


PASADENA, CAL.—The Fred T. Hug- 
gins Co., now located at 345 East Colo- 
rado Street, is outgrowing its present 
quarters and on Nov. 1 will move to a 
larger store at 475 East Colorado 
Street, in the new Warner Building 
now under construction. 

The new store will have a frontage 
of 25 feet and a depth of 125 feet. The 
most modern equipment will be in- 
stalled. 


Remodeling Store 


RaHway, N. J.—D. Schwartz, oper- 
ating Schwartz’s Shoe Store at 111 
Irving Street, is remodeling his store, 
putting in a new and up to date front, 
new furniture, carpets, shelving, etc. He 
is planning to make his store the finest 
shoe shop in this city. He established 
the store in 1919 upon his discharge 
from the army, where he served with 
the A. E. F. 


New Beloit Firm 


Bevoit, Wis.—The Fashion Boots, 
Inc., has been incorporated in this city 
by C. Bert Phinn, George F. Yonts and 
Charles W. Phinn, with a capital stock 
of $10,000, to do a retail shoe business. 
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Black As The Shades of Night—Soft As A Kitten’s Fur 


“JUANITA” 


B-210—Black Velvet with 
Black Satin Strap 
and Hee! 


' “CLARE” 


B-618—Black Velvet 
22/8 Spike Heel 


the 


Pittsburgh Office: 
Henry Hotel 
Ww. A. BARNEY 


New York Office: 


846 Marbridge Bldg. 
B. W. MOYLAN 





$4.75 


WE PREDICT 
that Black Velvet will be In Stock. 
predominating ma- 
terial in the newer shoes 
for Fall. That’s not just A4to8 B38%t 
a guess. It’s an assertion. 


THE MENIHAN COMPANY j,,, gngiana ofice: 
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AOCHESTER 





SHOES 


The Season’s 
Smartest Material 
—Fall’s Fastest Seller 


Here are an even half dozen of the Sea- 
son’s newest numbers in Fall’s most popu- 
lar material, Black Velvet. In Stock Now. 
Ready for the Merchant Who Keeps 
a Step Ahead—and profits by so doing. 


“REBA” “JUANITA” 


Ss< 
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ein isek Ct Sth B-213—All Black Velvet....84.50 
Black Braid Trim. ..$4.75 





“TAILLEUR” “CLARE” 


B-216—Black Velvet with 
Black Silk Bo 


B-212—Black Velvet 


Send for Catalog for other styles 


SIZES 
AAA 5% to 8 
Terms: Net Thirty Days 


SHOEMAKERS FOR WOMEN 
ROCHESTER, N. Y., U. S. A. 


Cleveland Office: 
1599 Union Trust Bldg. 
A. F. JENKS 


m Draper Hotel 
Northampton, Mass. 
ELLIOTT LA MONTAGUE 
Oakland, Calif., Office: 
424 Belview Ave. 
H. S. KUSHINS 








Los Angeles Office: Chicago Office: 
107 East 8th St. Majestic Hotel 
Cc. E. VAN DE GRIFT F. J. SATEK 


MAKERS OF MENIHAN ARCH-AID SHOES 
WRITE FOR AGENCY PROPOSITION 
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C. H. Beall New Buyer 
for R. H. White Company 


Boston.—C. H. Beall, formerly 
women’s shoe buyer for the Bedell 
Co.’s Thirty-fourth Street store, New 
York, and “pupil” of Charles L. 
Thompson, merchandise man for the 
chain of Bedell stores, now fourteen 
in number, is the new buyer of wom- 
en’s, children’s, and men’s shoes for 
the R. H. White Co. He succeeds 
Frank A. Mueller, for the past three 
years shoe buyer here, and who is now 
women’s shoe buyer for the three 
stores of The Bootery Co., on the Pa- 
cific Coast. Mr. Mueller will be lo- 
cated in San Francisco. Mr. Beall is 
a New Yorker and a thorough shoe- 
man. He started his shoe career as a 
stock boy with the Walk Over Shoe 
Co., and later specialized on women’s 
shoes at Hanan’s Fifth Avenue, New 
York store; later, he bought women’s 
and children’s shoes for Lit Bros. of 
Philadelphia, and from there joined 
the Bedell organization. He is justly 
proud of his past association with his 
friend, and former business counsellor, 
“Charlie’ Thompson. For fall, Mr. 
Beall says that he is at present con- 
centrating his attention on a full range 
of styles in his orthopedic “Arch Life” 
line. 


Emerson Remodels Store 


DETROIT, MicH., (UTPS)—Keeping 
abreast of progress, the Emerson Shoe 
Co. is remodeling three of its 
stores by altering the windows. The 
new fronts will allow of a better dis- 
play and present a more inviting ap- 
pearance. The stores, located at 14 
Michigan Avenue, 640 Woodward Ave- 
nue, and 14004 Woodward, are all do- 
ing business as usual despite the con- 
struction work. Approximately two 
weeks will be required to finish the job. 


New Paul Store 


DALLAS, TeEx., (UTPS)—Paul Ber- 
wals, founder of the Paiul’s Shoe 
Stores, this week opened his new store 
at 1600 Elm Street. The new location 
has about twice as much space as the 
store formerly occupied on “shoe row.” 

The new store of the company is 
two stories high and is located on the 
corner of Elm and Stone streets. The 
entire first floor is devoted to sales 
rooms for women’s shoes. The second 
floor is the general offices of the com- 
pany. Jake Mossiker is manager of 
the new store. 


New Richmond Shop 


RICHMOND, VA. (UTPS)—Altera- 
tions have started on the building of 
the Thurman and Boone building on 
Jefferson Street, Roanoke, Va., which 
will be opened in about thirty days as 
the Wilrose Slipper Salon, Inc., it has 
been announced. The concern will han- 
dle women’s shoes exclusively. 

The building was formerly occupied 
by the Virginia Motor Company. It is 
a two-story structure, and part of it 
will be sub-leased by the shoe store. 

Members of the new firm are Jesse 
C. Williams, of Roanoke, president; H. 
J. Rosenberg, of Spartanburg, S. C., 
secretary; and Paul C. Buford, Jr., of 
Roanoke. 








A Day of Play 








A group of Chicago shoe men on 
an outing at Charlevoix, Mich. 
Magil King, Sam Nearman, J. 
Simon, and Al. Cohen, hustling Chi- 
cago shoe merchants, and S. Kadison, 
of the H. C. Godman Company, en- 
joying themselves at one of Chi- 
cago’s playgrounds 


Gene Welton Is Dea 


Syracuse, N. Y.—Francis Eugene 
Welton, age forty-five, treasurer of 
the Welton Boot Shop, Inc., and promi- 
nent business man of this city, died 
suddenly on the morning of Aug. 15, 
at his store of heart failure, following 
an attack of indigestion. His wife hur- 
ried to his side, but her husband had 
died before she reached him. His 
premature passing was a blow to his 
many friends, as Mr. Welton’s splen- 
did personality and spirit of comrade- 
ship had endeared him to all shoemen. 
He gave his whole-hearted support to 
all trade activities, and was the first 
merchant in Syracuse to encourage the 
Syracuse Retail Shoe Salesmen’s Asso- 
ciation, which he helped to organize. 
He was always plain “Gene” to every- 
body. He had worked his way up from 
the floor to the ownership of a busi- 
ness, but he always remained “one of 
the boys,” and as a result had the re- 
spect and loyalty of his employees and 
fellow shoemen. 

Mr. Welton was born in Pictou and 
had been a resident of Syracuse for 
eighteen years. He served as manager 
of the Emerson and Regal Shoe Stores 
before opening his own store in South 
Warren Street, four years ago. He 
was a member of the Kiwanis Club, 
Chamber of Commerce, and the Syra- 
cuse Retail Shoe Salesmen’s Associa- 
tion. There were many floral tributes. 
Large delegations from the many trade 
groups with which he was affiliated at- 
tended the funeral. He leaves a widow, 
a mother, a sister, and four brothers. 


Blacks for Fall 


PITTSBURGH, Pa. (UTPS)—Harry A. 
Marx, buyer for the women’s shoe de- 
partment of the Kaufmann & Baer 
Company, declares that blacks will be 
the favorite for fall, and he believes 
that the merchant who closed out his 
colored footwear at a price and pur- 
chased black shoes, when he found him- 
self caught with a heavy stock of col- 
ote footwear, put his stock on a sound 

asis. 











St. Louis Stores Hold 
Early Fall Sales 


St. Louis, Mo.—The introducing of 
fall footwear took place in several 
stores in the downtown shoe belt and 
from all reports the reception was en- 
thusiastic. One of the principal events, 
which is an annual affair, was the ad- 
vanced fall footwear sale of a large de- 
partment store. Indications pointed to 
the passing of all previous records ac- 
cording to the buyer of the department. 
The activity, it was stated, was ex- 
pected to be even larger than it was. 
In this sale, which is usually the bar- 
ometer for future style trend during 
the coming season patent leather was 
almost 70 per cent of the business. 
Brown sold somewhat, but reptiles 
were mentioned as being eagerly 
sought with special mention being 
made that alligator was particularly 
good during the sale. 

In another store conducting a sale, 
patent was 50 per cent with a good 
showing for black kid was estimated at 
about 15 per cent. The remaining sales 
were for those in the Brown field. So 
good was patent in this store that on 
tive styles reorders have already been 
placed. An outstanding pattern in the 
demand was a broad one-strap with a 
box heel about 15. In one of the most 
outstanding style shops encouraging 
reports were heard regarding black 
satin. “In checking our stock last week 
we found that one style in black satin 
had more sales than we’ve had in the 
past six months,” this from one of the 
proprietors of a very smart shop. 
Evidently from the trend, satin is 
headed upward. At least activity in the 
stores points to a betterment of this 
material. Some shoes of midnight blue 
have taken hold in fine shape. Business 
for August is ahead in most stores 
over the same period of a year ago. 


Men’s Trade Shows Increase 


Fort WortH (UTPS)—A thousand 
dollars a month lead in this year’s 
sales over sales of last year, is the 
record being set by the Florsheim Shoe 
Store of 700 Main Street, Fort Worth, 
Tex. L. H. Parrish, manager of this 
firm, which has been established in Fort 
Worth for sixteen years, is now selling 
20 per cent blacks. He expects to in- 
crease this percentage to 30 later in the 
fall. He is expecting to sell more shoes 
of a bit darker shade, possibly with a 
touch of red, but not too deep. His 
present demand is for a modified last, 
not broad or not narrow. 


Shoe Mart Outing 


St. Louis—The Progressive Club, 
composed of employees of the five 
stores of the Shoe Mart, held their an- 
nual summer outing at the Kirkwood 
Country Club, Tuesday, Aug. 16. The 
store closed at 4 p. m. on the day of 
the event. Golf and tennis were par- 
ticipated in during the afternoon. A 
banquet and dance were held in the 
evening. Entertainment was provided 
during the dinner. The committee on 
arrangement, besides J. P. Larkin, 
president of the organization, were G. 
P. Witmond and L. A. Jolley. 





SEES Uae: 


ey ee Pee 


wee 
+ regen seu ge SES 





i 
Ne 





86 BOOT AND SHOE RECORDER August 27, 1927 


A Page from WRIGHT’S New Catalogue 


Send for Your Copy 





Stock No. 376 Stock No. 102 
Stadium Last Campus Last 


Imported brown calf of Brown Calf, medium 
medium shade, heavy shade, collegiate blucher, 
single sole, rubber heel. full double sole, leather 
Right and left overlap heel. 
quarter patterns. 
STOCK No. 101 
Stock 8375—Same shoe in Same shoe in Black Calf 
imported black calf. ‘ 
Sizes 
Sizes A 7%-11 
B 6%-11 
%- C and D 6-11 
C and D 6-11 PRICE $6.00 


PRICE 86.00 





Stock 375 Stock No. 142 
Varsity Last Garcon Last 
Black Holland Grain Ox- Bright, smooth, medium 
ford Leather Heel. shade Brown Calf Oxford, 


smart new pattern, single 
Sizes sole, rubber heel. 


£ oe STOCK No. 141 
© and D 6-11 see 
PRICE $6.00 A 7%-11 

B 6%-11 
C and D 6-11 
PRICE 85.75 





THE welch! 
Jus si Wr Sie 














E.T. WRIGHT CO., INC., ROCKLAND, MASS. 
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The Lmportance of 
Black Satin 


The importance of Black Satin Footwear predicted in 
these pages by the Darbrook Style Service is strongly 
emphasized in both the advertising and editorial pages 
of the current fashion magazines and the daily press. 


DarBROOK SATINS—in Black—have, for some time, been 
in active demand and we anticipate with confidence an 


increasing and continued interest in Black Satin for 
Footwear. 


DARBR@K SHOE SATINS 


DP I? 





SCHWARZENBACH, HUBER & CO. 


462-478 Fourth Avenue 
New York 


Represented by: 





W. A. GaLLuP—Cincinnati, Ohio. T. F. Leary—Boston, Massachusetts 


Hentey & McGacHey—St. Louis, Missouri 
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A delig, 
Plain httal Strap 
Materials Dleasing pattern With 


Perfect fitting my, tl! 
e, 


Sherwood’s 


Shoes for Women 


—are recognized by discriminating 
buyers to have a greater value, as 
plainly evident as their superior 
beauty, ease and quality. 
BEAUTY-ARCH SHOES 

bear the stamp of Sherwood’s finest 
shoemaking, with ease unqualified. 
Salesmen have them to show live 


dealers. 


SHERWOOD SHOE CO. 
Rochester, N. Y. 


NEW YORK CITY CHICAGO 
R. F. Sehneider F. J. Le Pine 
907 Marbridge Bldg. 1618 Republic Bidg. 


PHILADELPHIA LOS ANGELES 
W. F. Schoell G. C. McAtee 
119 So. 4th St. 706 Forrester Bldg. 


DENVER, COLO. 
W. B. McNutt, 218 Charles Bldg. 


PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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St. Louis Houses 
Report Close to 
Capacity Trade 





in 


Night Shifts Established 
Some Factories to Turn Out 
Rush Orders for Fall 


Str. Louis, Mo.—One of the most 
prosperous seasons in a long time is 
being experienced by the St. Louis shoe 
manufacturers, who are doing practi- 
cally a capacity business. 

The general line houses are filled 
with orders and have resorted to night 
shifts a number of days each week. The 
factories are running full with over- 
flow orders awaiting production. One 
house has broken its record for busi- 
ness three successive weeks. Each week 
making greater strides than the pre- 
vious one. Much discussion is being 
heard regarding the speculative ele- 
ment entering into this increased busi- 
ness. It is the opinion of practically 
all shoe manufacturers that merchants 
are simply placing their normal re- 
quirements, but are in position because 
cf the splendid condition of retail shoe 
stocks to buy in greater quantities than 
on previous occasions. If there are 
merchants who have taken advantage 
cf price increases their commitments 
have been sane and will not jeopardize 
their financial position one iota is the 
general opinion. The specialty houses 
are enjoying the same type of pros- 
perity, being filled with orders and many 
merchants in the market placing addi- 
tional business. Black of course pre- 
dominates at present. A strong senti- 
ment in favor of black satin is sweep- 
ing the specialty houses. 





““Mytefine”’ Is Trade Name 


of North Star Company 


St. Paut, MInN. (UTPS)—“Myte- 
fine” is the trade name selected for its 
product by the new North Star Slip- 
per Co., which began operations Aug. 
15. The company opened in a four- 
story and basement building at 472 
Rosabel Street, built for shoe manu- 
facturing, a structure affording 21,000 
square feet of space. 

The company is making turn slippers 
only, of leather, satin and wool fabrics, 
together with cushion soles. A line of 
men’s, women’s and children’s goods are 
to be turned out, but the factory will 
specialize in boudoir slippers for wo- 
men. 

Officers of the North Star Slipper Co. 
are particularly fitted for their work. 
President J. J. Craffey had 20 years 
experience with Eastern manufacturers 
and for five years has been factory su- 
verintendent for the Robertson Shoe 








Co., Minneapolis. He will superintend 
the factory. 

George Wilson, sales manager as well 
as vice-president, traveled 15 years in 
Northwestern territory west of Chi- 
cago, carrying many Eastern made 
lines, and has been in the retail shoe 
business in ‘the Twin Cities and else- 
where. 

The secretary and treasurer, George 
S. Roth, was for 18 years with the L. 
S. Donaldson Co., Minneapolis, being 
eight years buyer for all shoe depart- 
ments, has among his duties to style 
the new line and will call on large Twin 
City accounts. 


An Airplane Express 
Service Inaugurated 


BROCKTON, MAss.—An announcement 
of importance to shoe manufacturers 
of this district was the inauguration 
on Sept. 1 of an airplane express serv- 
ice, from Coast to Coast, which cuts 
the railway shipping time in half, 
and which costs less than air mail 
rates for packages. Some of the manu- 
facturers here have already used air- 
planes in sending goods. Packages up 
to 200 pounds each, and occupying not 
more than 50 cubic inches may be car- 
ried from the Atlantic to the Pacific in 
two day’ time, at a most of about 50 
cents a quarter pound. The minimum 
charges for one package will be $1. 
Contracts have been signed with the 
Colonial Air Transport to carry express 
between Boston and New York, the 
Boeing Air Transport, to carry it be- 
tween Chicago and San Francisco, and 
the Western Air Express between Salt 
Lake City and Los Angeles. Alf these 
air lines hold Government mail 
contracts, and the same planes will 
carry both mail and express matter. 
The present air mail schedules will be 
maintained. 


New E-J Treasurer 


William F. Dick- 
son, who has been 
elected Treasurer 
and member of 
the Board of Di- 
rectors of Endi- 
cott-Johnson Cor- 
poration, succeed- 
ing J. E. Paden, 
whose death oc- 
curred recently. 
Mr. Dickson was 
formerly con- 
nected with 
Touche Niven & 
Co., New York 
public  accoun- 
tants, and entered the Endicott-John- 
son Corporation in 1919 as general 
auditor. 





William F. 
Dickson 





WHERE TO BUY 
Men’s Shoes 














Richards & Brennan Co., Rande Mass. 
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COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 


























HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











Tue 


Spero 


ror MEN 
M. A. PACKARD CO., Makers 
BROCKTON —____., 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. 8. A. 

MEN'S FINE SHOES EXCLUSIVELY 

















Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 
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WHERE TO BUY 
Men’s Shoes 





HAND TAILORED’ 
HAND LASTED 


ten F-REYNOLDS Comm, 


BROCKTON, MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Ine. 
Seuth Weymeuth, Mass. 


Cele 


50 STYLES IN STOCK 
Ready fer Delivery om the Det 


BMERSON SHOE MFQ. O98. 
Rockland, Mass. 























WHERE TO BUY 
Standard Shoe Material: 





yr and Flexible 


Counter Board 


Made from 
a _ 
qe Sterling F a _Boura Co. 
Avenue, | 





°N on B+ 


est Virginia 


Fibre Board 


Used for many years by some of 
the largest shoe manufacturers. 
Pulp Product Department 
pest iesinie Pulp Paper Company 
Detroit New York 














The One 
Waterproof 
That 


Takes and Re- 























Cincinnati Factories 
on Full Schedules 


CINCINNATI, OHIO (UTPS)—Shoe 
factories here are busy filling early fall 
orders. There has been no let-up in the 
full schedule run which has existed 
since the first of July and manufactur- 
ers expect it to continue for some time. 
A few manufacturers are making up 
samples for late fall and intend put- 
ting them on the road about the middle 
of September. Black is expected to 
continue as popular through late fall 
as it has for the early part of the sea- 
son. Combinations are expected to be 
good movers and they are to be found 
in practically all leathers and colors 
among most of the manufacturers’ new 
samples. 

Emmanuel Peck of the Reisenberger, 
Wolf & Peck Co., says they have en- 
joyed very good business on early fall 
footwear. Mail orders have been very 
good since the first samples went out 
and are holding up extremely well. Al! 
their salesmen have been called in from 
territories, Mr. Peck said, and will stay 
in until after Labor Day, when they 
will return to their territories with late 
fall samples. According to Mr. Peck, 
black patent will be good for late fall 
and combinations will be very popular. 
Heels seem to be getting lower and 
13/8 are expected to be predominant 
tor street and 18/8 for dress wear. 

The Big K Shoe Co., manufacturers 
of house slippers, have added new men 
to their sales force and anticipate a 
big season, according to William S. 
Dunker. Mr. Dunker said that the last 
three years have been very good for 
holiday slippers and they have reasons 
to expect this fall and winter to be an 
increase in business over previous 
years. The Big K also manufactures a 
nice line of misses shoes, and Mr. Dun- 
ker says that neat straps and ties in 
patent and calf have been leaders on 
early fall orders and are expected to 
continue through late fall and winter. 


Make Children’s Shoes 


Cottumsus, OH10 (UTPS)—The Mc- 
Govern-Nelsonville Shoe Co., operating 
a children’s footwear factory at Nel- 
sonville, will soon be on the market 
with a full line of children’s welts. T. 
W. McGovern, head of the company, 
announced that the machinery to 
change the product to welts has been 
contracted for and will soon be in- 
stalled. It is expected to have the line 
cn the market within 30 days: 

The plant was formerly one of the 
units of the McGovern-Bringardner 
Shoe Co., with headquarters in Logan, 
Ohio. A reorganization was effected 
several months ago and the Nelsonville 
plant was taken over by Mr. McGovern, 
while Mr. Bringardner took over the 
Logan plant. 


Going to G. A. R. Meet 


New YorK—Henry Lilly, veteran 
New York shoe auctioneer, and dean of 
his craft in this country, will attend 
the G. A. R. encampment at Grand 
Rapids, Mich., Sept. 11-17. Mr. Lilly 
is one of the oldest members of the shoe 
trade. At the Syracuse convention on 
June 8, this year, he was elected junior 
vice-commander of the G. A. R. depart- 
ment of New York. 








Now Bally, Inc. 


LonG IsLAND City, N. Y.—Bally- 
Hoskins, Inc., the American subsidiary 
of C. F. Bally, Ltd., of Switzerland, 
women’s high grade turn shoe manu- 
facturers, has changed the name of this 
house to Bally, Inc. The factory will 
remain here, but the import depart- 
ment selling the product of the Bally 
Swiss factory has moved its offices to 
the new Salmon Tower Building, West 
Forty-second Street, New York. The 
American firm’s officers are: H. R. Stir- 
lin, president; L. W. Proctor, first vice- 
president and treasurer; E. C. Bally, 
second vice-president; U. L. Curtsinger, 
third vice-president; A. Pestalozzi, as- 
sistant secretary; Jean Chauvet, assis- 
tant treasurer. The directors of the 
concern are: H. R. Stirlin, E. O. Bally, 
F. K. Seward, W. L. Worrall, and L 
W. Proctor. 


Beker & Friedman Have 
First Anniversary 


BROOKLYN, N. Y.—One year ago this 
month the well-known firm of Beker & 
Friedman first opened its doors as a 
manufacturer of fine turn shoes. In 
that short space of time the energetic 
owners, Mr. Beker and “Lou” Fried- 
man have built up a business which 
almost approaches the phenomenal. 
They have established the line in many 
of the leading retail institutions of the 
country and are so successful in book- 
ing orders that the plant has been busy 
practically without a letup. 

One of the reasons for their growth 
and progress may be accounted for 
largely through the fact that they spe- 
cialize in $10 and $12.50 retailers. The 
policy of the house is to produce the 
best obtainable in these grades both as 
to style and quality. In fact, their slo- 
gan reads “Ladies turn shoes built to 
standard,” which means that the en- 
tire plant and personne! has been so or- 
ganized as to turn out a standardized 
and uniform production. 

Mr. Beker supervises and handles 
factory production while Mr. Friedman 
takes care of practically all of the 
sales end of the business. He is known 
from coast to coast for his sales ability 
and counts among his friends many 
prominent shoe buyers. 


To Show Shoes in 


Columbus Exposition 


CoLumBus, OHIO. (UTPS)—A de- 
partment given over to the display of 
shoes, boots and similar articles wil! 
fedture the first Greater Columbus Ex- 
position, to be held for two weeks be- 
ginning Sept. 12, in the million-dollar 
exposition and convention hall, which 
is nearing completion at Front and 
Town Streets. The hall will be dedi- 
cated by the exposition, which is being 

romoted by McCrehen, builder of th« 

all. Columbus shoe manufacturers is 
well as wholesalers will be invited to 
participate and already a number have 
signified their intention of taking large 
space in the exposition. 

One of the features will be a style 
show in which imported models wil! 
display shoes as well as lines of wom- 
en’s wearing apparel. 
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New Pattern Service 


Boston—Conaway-Winter-Ochs, Inc., 
makers of fashonable shoe patterns, 
have recently incorporated under Mas- 
sachusetts laws, to do business in 
this city. Conaway-Winter-Ochs, Inc., 
has connections in Paris, Vienna, Lon- 
on, Brooklyn, St. Louis and Chicago. 
Several years ago a Westerner trav- 
eled East, bought some pattern machin- 
ery and equipment in Brooklyn, and 
with his partners succeeded in building 
one of the best style organizations in 
the country, known as F. J. Winter, 
Inc. On invitation of many of the New 
England shoe manufacturers, F. 
Winter, Inc., came to Boston about 
eight months ago, and so successful has 
been the business of this concern that 
its principals are further demonstrat- 
ing their faith in the future of New 
England as a footwear style center by 
purchasing the business of Sterr & 
Moody, Lynn, Mass., and with the ad- 
dition of much machinery and equip- 
ment Conaway-Winter-Ochs, Inc., are 
leating their shoe style designing ser- 
vice at 134 Summer Street, this city. 


M. M. Duval Is Making 


Steinbrecher Supports 


Cuicaco, Inu.—The M. M. Duval 
Mfg. Co. is now making the Stein- 
brecher corrugated arch supports and 
shanks at 878-880 Lill Avenue, 
city. The M. M. Duval Mfg. Co. claim 
that the concern taking over the busi- 
ness and patents five years ago failed 
to comply with contract entered into 
with Millicent M. Duval and other own- 
ers of said patents, and thus M. M. 
Duval was compelled, in order to pro- 
tect her rights and interest in said 
patents, to re-enter the manufacture of 
arch supports and shanks, and will be 
in a position to supply shoe manufac- 
turers with any deign of support or 
shank covered by these patents and im- 
provements. 


Possible Successors to 


Newdick Named 


HAVERHILL, Mass.—The names of 
several well known shoe men are men- 
tioned as possible successors to Ed- 
win Newdick as neutral arbitrator in 
the local shoe industry. The need of a 
man of practical experience in shoe 
production and familiar with local la- 
bor and manufacturing problems is ad- 
mitted by both sides, with the result 
that the local field of shoe executives 
has been scoured for a suitable candi- 
date. Prominent among the local can- 
didates are John Kelso, former super- 
intendent of C. K. Fox Inc.; Edward 
McCormick, formerly of the McCor- 
mick Shoe Co.; David Hilliard, Warren 
0. Hunkins, and John E. Maguire. A 
selection is expected to be made before 
the first of the month. 


Perry Miller in New Job 


NELSONVILLE, OHIO (UTPS)—Perry 
J. Miller, formerly connected with the 
Schiffey Shoe Co., of Buffalo, N. Y., 
has been appointed sales manager of 
the McGovern-Nelsonville Shoe Co., 
manufacturing a line of children’s 
welts at Nelsonville, Ohio. 


this, 





Plainer Patterns 
in Boston Market 


BostoN—tThe factories in and around 
this city are busy on shoes for imme- 
diate and for late fall delivery. Plainer 
patterns and a stabilization of the style 
trend generally have brought about a 
healthier tone to trade and retail shoe 
merchants are realizing, say manufac- 
turers, that they must have good shoes 
and good fitting models in something “a 
little different” even though plainer to 
meet the demand. “Welt shoes look 
good to me,” said a leading manufac- 
turer of this type of footwear last 
week. “The fashion pendulum has 
swung back again to more conservative 
patterns, and this means welt shoes. 
I believe that we shall see much suede 
leather used in black and dark brown, 
also that the lighter shades of brown 
will be featured in welts in calf and 
kid skins.” 

One of the women’s shoe manufactur- 
ing establishments in this section is 
devoting 70 per cent of its production to 
women’s novelty McKays. 

The sales of hides in the Boston mar- 
ket have been more numerous of late 
than in the past three or four weeks. 
In leathers, the demand for black 
glazed kid continues; tan glazed kid is 
in continued demand. Suede calf is in 
increasing demand. In some tanneries 
suede calf in black and brown is taking 
50 per cent of the output. Patent 
leather is a heavy seller, over 50 per 
cent of its output being devoted to the 
making of women’s shoes. Black sides 
are in good demand. 


Lynn Production 
Ahead of Last Year 


LYNN, Mass.—Immediate business is 
good here and future business hinges 
much on prices, which are generally 
moving upward, with buyers resisting 
advances more and more strongly. It 
appears in a general way that buyers 
are willing to pay slight increases, but 
are opposed to increase that will cause 
them to change their grades, especially 
if they are pursuing the fixed price 
policy. If the markets would steady 


on a basis of 50 cent sole leather, many | 


would be pleased. The quotation is 
higher } lt last spring, and is common 
just now. 

August production in Lynn is slight- 
ly larger than a year ago for volume of 
business, and is much larger for the 
value of production for the rising mar- 
kets have forced up the price of each 
pair of shoes. Besides, there has been 
an increase in value of shoes through 
grading up to better quality. 


E-J Moving Warehouse 


New YorK—The Jersey City ware- 
house of the Endicott-Johnson Corpora- 
tion will be moved about Jan. 1, 1928, 
to a seven-story building at the corner 
of Thomas Street and West Broadway, 
New York, for which the corporation 
has just signed a long term lease. 
About 120,000 square feet of floor space 
will be available in the building which 
is now undergoing extensive altera- 
tions. 


WHERE TO BUY 


Women’s Novelties 





$3.50, $4 & $5 Sells Why not you 2 


Samples sent and 
returnable at 
our expense. 


Samuel Cohen 
Shoe Co. 
18-68 _lénccin 
t 


WOMENS’ SPECIALTIES 
f) Latest Styles at 
Popular Prices 


IE in Stock. ~ 
DUANE ST.-NEW YORK 


Boston, 

















We carry In-Stock for immediate deliv- 
ery, smartest styles of the moment in 
oa McKays—priced from $2.50 to 


Samples on request. 


Aronson Bros. Shoe Co., Inc. 


213 Essex St., Boston, Mass. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


i ch li hl i ell 


iF * the Bettér Grade 
= For the Better Trade 


ies at | 
Best~Ever \ 


A ae Co. ine 
75 Front St. 
B'klyn., N.Y. 





NATIONALLY KNOWN 
AS THE QUALITY 
PULLMAN SLIPPER 


SWAN SHOE 


MANUFACTURER 





PARISTYLE FOOTWEAR MFG. CO., IN@. 
Broeklyn, N 


41-45 Washington Ave., 
New York Office, Room 622, 1326 ame 
GRADE TURN MULES and D’ORSAYS 
i Kids, Brocades and Fancy Patterns. 
$27.00 per doz. and Up. 








Men's All Leather House Slippers 








& ROSENBERG SHOE 06. 
N. Srd St., Philadelphia 
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WHERE TO BUY 
Ballet Slippers 








BALLET SLIPPERS—IN STOCK 
of the unusual 
B162 Bik. Glazed Kid, Seft Tes 


Alse Hard Tees 


SCHWARTZ « HERDER, Ine. 
Sey in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 






Misses’,$ 1.30; 
Children’s, $1.46. 
Mail orders prompt- 


Bend for 
Bamples. ly attended te. 
ROTH £ RUSE NBERG SHOE le 






Srd St., Philadelphia 

















LYONS AND COMPANY 
Hand Tern BALLETS 






Wo's. Miss’. *s. 
$1.46 jee $1.85 
Also rd Toes 
IN STOCK 








Im Steck Blaek Bal- 
let Slippers 
Leda’ 25 pr. 
Misses’ $1.20 pr. 
Childs’ 61.15 pr. 


BLOG SHOB OO., ING. 
147 Duane 8t., 


New York, N. ¥. 
N™ ALLETS 
and B Turn, Viel Kid 
Improved Im Stock 


Toes calle St 
fi oD 


Alse Better Grades 
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Miscellaneous 























A Coming Shoe Man? 





Folks, we want you to meet young 
Owen Dickerson, Jr., son of Owen 
Dickerson and grandson of W. T. Dick- 
erson, vice-president of the Julian & 
Kokenge Company and general man- 
ager of the Lape & Adler Company. 
Young Owen is now with his Dad, a 
former shoe man, who is putting up a 
game fight in Colorado to regain his 
lost health. 





W. E. Ellis Co. Moves 
to New Location 


HAVERHILL, Mass.—The W. E. Ellis 
Co., for over forty years identified with 
the local shoe industry as makers of 
shoe machinery and shoe appliances, 
has completed an important business 
expansion, removing this week from 
the Strand Building, 1389 Merrimack 
Street to the Shoe and Leather Asso- 
ciates Building, 106 Essex Street. An 
entire floor is occupied at the new lo- 
cation with facilities available for sub- 
stantial expansion. A model machine 
shop has been set up and every modern 
convenience installed. The company 
until 1910 was known as the Ellis 
Lacer Company. The Ellis lacer was, 
up to that time, the principal product 
of the company, but in 1910 was sold 
to the United Shoe Machinery Com- 
pany. The company now makes spe- 
cial types of shoe machinery; steel 
shanks for reinforcement in turn and 
McKay shoes; and various appliances 
and findings for the shoe and allied 
trades. W. E. Ellis, this city, is pres- 
ident and treasurer of the company. 





To Increase Output 


LyNN, Mass.—Bond Shoe Co., now 
making 3600 pairs of smart style Mc- 
Kays daily, is to increase its output. 
It started two years ago, with an out- 
put of 360 pairs daily, and it has made 
a ten-fold increase in two years. John 
Goldberg, of Lynn, is president of the 
Company and manager of the factory. 
Harry Schvey, noted merchant of New 
York, is treasurer. 








Brockton Ships 8,000 
Pairs in One Week 


BROCKTON.—Definite evidence of the 
improved condition of the shoe busi- 
ness in this district is the fact that 
shoe shipments from Brockton have 
passed the 8000 mark for a week’s sup- 
ply and factories in the towns about 
now are reporting the pinch for opera- 
tives which has been severely felt for 
the past few weeks. Particularly 
stitchers are needed, and in some shops 
there is a scarcity of fancy cutters. 
Few shops there are now which are not 
operating at capacity or near to it. 

Further continuing the optimistic 
picture is the report from order de- 
partments that new business is coming 
in briskly, and at least two reported 
an exceptional return of calls for wom- 
en’s lines. 

Demand for men’s blacks in conserv- 
ative patterns gives indication the 
fall, at least, will see a lot of these 
shoes worn. The dark tan is running 
a close second, however, and that 
leather, made up in the sport styles, 
though not gaudy with too much stitch- 
ing but with wide toe and squat heel, 
still holds favor. Storm welt and 
double-deck welt will be worn a good 
deal for winter, judging from the 
orders for shoes to be made up in these 
patterns. 





. “Hematite.”’ a New Shade 


Boston, Mass.—The latest addition 
to the Abbo Patent Calf line is “Hema- 
tite” (Gun Metal). No shade since the 
Sardonyx Abbo has received such an 
enthusiastic reception. The leather 
needs no trim or ornamentation and 
makes a beautiful plain pump or one- 
strap for stylish afternoon wear. Used 
as a trimming on Black Weilda Suede 
it is par excellence. The A. C. Law- 
rence Leather Company believe it will 
be one of the most popular style leath- 
ers for fall, and it will be most wel- 
come in combination with gun metal 
hosiery. 





Avon Sole Outing 


Avon, MAss.—About 150 employees 
and guests of the Avon Sole Co. at- 
tended the annual outing held recently 
at Dreamwold, the former estate of the 
late Thomas Lawson at Scituate. The 
trip was made by auto buses. A shore 
dinner was served at 1.30 o’clock at 
the Inn, and the afternoon was spent 
at sports, which included a ball game 
between the married and single men. 
There was singing and dancing and a 
general good time. Among those pres- 
ent were: E. T. Packard, L. E. Pack- 
ard, W. H. Cary. Events of the day 
were in charge of C. H. Staples, chair- 
man; Frank Turner, John Sherman 
and James Congdon. 





May Move 


LYNN, Mass.—It is reported that the 
Merit Shoe Mfg. Co. of this city is to 
move to Athol and locate in the large 
wooden building of the former Lee Shoe 
Co. plant, now the Athol Industrial 
Corporation, owned by several hundred 
Athol people. The company will take 
over about 8000 feet of floor space and 
will employ more than 100 workers. 
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Retail Merchants 
Beat Price Rise 


St. Louis, Mo.—Business in the 
wholesale district has shown a slight 
dropping off. This slackness has been 
caused for the most part by merchants 
rushing their orders to beat an increas- 
ing market which went into effect about 
a week ago. General line houses are af- 
fected alone in this regard. However, 
business in the wholesale houses has 
been so large that it is generally con- 
ceded factories have enough orders to 
keep them busy for some time. 

Most of the business placed against 
the price increases has been for staple 
merchandise. This situation is con- 
fronting the industry at present, many 
merchants have used much of their line 
of credit in placing their staple orders 
which is heavier than usual, and there 
is not much margin to buy novelties so 
essential in every store. Novelties have 
not shown the demand in the wholesale 
liouses that have the staple lines, and 
those interviewed are of the opinion 
that an enormous business will be felt 
shortly for novelty shoes. 

The specialty houses are bulging 
with business, the delivery dates hav- 
ing been placed as far up as Oct. 1. 
Manufacturers in this group do not be- 
lieve that merchants are placing their 
orders in anticipation of an advance, 
but are pricing their merchandise to the 
consumer as they are buying it from 
the manufacturer. 

Black, of course, predominates in the 
specialty houses with some leaning in 
the higher grade factories toward 
black suede. 





New Field Factory 


EAST BRIDGEWATER, Mass.—Work on 
the foundations of the new Field Bros. 
Shoe Co., Inc., factory, which will move 
from its present location in North Mid- 
dleboro is now under way. The plant will 
have a capacity of 125 dozens a day; 
it will be of modern, fireproof con- 
struction and modern machinery. It 
will be electrically equipped as to power 
and heat, and will have the new twelve- 
pair rack system. Its ventilation will 
be of the latest type, and in the sum- 
mer the air will pass through a frigid- 
aire, maintaining the temperature at 
about 70 degrees; the interior will be 
sprayed with “barreled sunlight”; 
there will be indirect lighting. A hos- 
pital and first aid room will be _ in- 
stalled. The citizens of this town have 
contributed $10,000 to the building and 
the building site, while Fred Field, the 
father of Field brothers, contributed 
another $10,000; the balance of about 
$20,000 will he taken care of by the 
firm. The officers of the firm are: 
Walter Preston Field, president and 
treasurer; Ernest E. Field, first vice- 
president; H. L. Mitchell, vice-presi- 
dent and secretary; Fred Field and 
Leslie Hunt, directors. 





Plant Expansion 


LAWRENCE, Mass.—The Service Wood 
Heel Co., which has plants in Haver- 
hill, Lowell, and Keene, N. H., will soon 
locate in the factory building, formerly 
that of the Kimball Shoe Co., on 
Blanchard Street. About 100 women 
and 30 men will be employed. Bert 
Klapper is general manager. 





100% Safety Record 


BrocKTon.—The Brockton Last Co. 
has been presented the banner of the 
Maryland Casualty Co., for having the 
best safety record of any of its in- 
surers, the concern having a perfect 
record for the past six months. In 
view of the fact the concern employs 
more than 150 hands the record is a 
notable one for a last factory. E. E. 
Wadbrook of the insurance company 
addressed the employees on Aug. 16, 
the occasion of the formal presenta- 
tion of the trophy, which was accepted 
by J. Burnham Drew, superintendent 
of the plant, and Fred Drew, president 
of the company, both of whom con- 
gratulated the employees for their cau- 
tion. 





Shoe Manufacturing One 


of “Safest”? Industries 


Cotumsus, OHIO (UTPS)—While 
the Ohio Industrial Commission, acting 
through its department of safety and 
hygiene, does not contemplate the 
drafting of a special safety code for 
shoe workers in Ohio, still one of the 
members of the recently appointed ad- 
visory committee is a shoe worker of 
Cincinnati, named David Howe. Speak- 
ing of the need of a safety code for 
boot and shoe workers in Ohio, As- 
sistant Director of the department A. 
L. Rose said: “In looking over our rec- 
ords we find that shoe workers in Ohio 
are not submitted to any great haz- 
ards and that is shown by the low 
rate in compensation premiums 
charged, which are 22 cents on every 
$100 of the payroll. That rate is much 
less than is charged for other manu- 
facturing processes and is at such a 
low figure because of safety measures 
taken by the United Shoe Machinery 
Co., and managers or shop superin- 
tendents of various shoe factories. In 
looking over the list of various indus- 
tries it is seen that there are few if 
any lines which have as low rate. 
where power machinery and equipment 
is used as in shoe factories. 

“We doubt if factory superinten- 
dents and officials of shoe manufactur- 
ing concerns would be interested in 
greater safety in the interest of reduc- 
tion of premiums. Their interest can 
be aroused, however, on humanitarian 
grounds. We do not contemplate draft- 
ing a safety code for shoe workers as 
many other lines of employment need 
special safety codes much worse than 
that class of work.” J. W. LEHMAN. 





Union Shoe Outing 


BROCKTON.—More than 100 employ- 
ees of the Union Shoe Co. paused Aug. 
20 in the midst of a notably busv run 
to enjoy their annual outing. held this 
year at Rocky Point, Rhode Island. 
James L. Alfred, managing executive 
of the company, was a special guest, 
and presented to each winner in the 
sporting events a pair of shoes which 
the employees themselves helped to 
make during spare moments of their 
work day. James Batchelder was 
chairman of the committee, and he was 
assisted by a corps of efficient workers 
in making the program of sports, danc- 
ing and a shore dinner a successful and 
happy one. 











WHERE TO BUY 
Children’s Shoes 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room S32 














J. M. Walker Joins 
Hamilton-Brown Shoe Co. 





J.M. Walker 


St. Louis, Mo.—J. M. Walker, who 
until recently was connected with the 
Friedman-Shelby Branch of the Inter- 
national Shoe Company as manager of 
the Chicago Office, has taken another 
step up the ladder of success. On Aug. 
15 Mr. Walker assumed the position 
of sales manager for the Hamilton- 
Brown Shoe Company. 

Mr. Walker is a native Texan. He 
entered the business world in that 
State as a retail shoe clerk and later 
on operated a retail store successfully 
for a period of about ten years. In 
1910 Mr. Walker accepted a position 
on the road selling shoes wholesale 
for Selz-Schwab & Company, of Chi- 
cago, covering a territory in East 
Texas. In 1913 he was transferred to 
New Orleans as division manager of 
Southern salesmen, and in 1918 was 
called into the Selz-Schwab office and 
made sales manager. 

On Aug. 15, 1923, Mr. Walker took 
over the managership of the Chicago 
office for the Friedman-Shelby Branch 
of the International Shoe Company. 
This position he held until he con- 
nected with the Hamilton-Brown Shoe 
Company. 


New Firm Starting 


LYNN, Mass.—Spector & Ganzberg 
Co., Inc., has been formed here, to 
make novelty McKays, by H. G. and 
Carl Spector, of Carl Spector & Co., 
shoe merchants, 162 Lincoln Street, 
Boston, and Mr. Ganzberg and Simeon 
Golomb. The firm has taken the fac- 
tory at 669 Washington Street, Lynn. 
Mr. Golomb is superintendent and Mr. 
Ganzberg is salesman. 
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POSITIONS WANTED 

LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 
Five 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, > Soe Sem, 
Monday of the week of publication in order that advertisements be 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


Mass., on 


Boston, 
published same week. 














SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 











“Every Pair Absolutely 


Guaranteed”’ 


It doesn’t take a “High Pres- 
sure” Salesman to produce volume 
when you offer a merchant this 
line of Milwaukee Work and Dress 
shoes that is Absolutely Guaran- 
teed, and then help him sell them 
with a strong Advertising Cam- 
paign. 

We have several choice terri- 
tories open. 

Good proposition for salesman 
who will work. Write, giving full 
record, 

Steven Strong Shoe Company 

Milwaukee, Wisconsin 








Stitechdown Shoe 
Factory 


In East desires to develop States 
of New York, Kentucky, Ohio, 
Alabama, Indiana and Illinois, on 
straight commission basis. Write 
giving experience, age, etc. D-16, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Salesmen Wanted 


Two or three salesmen in New England, 
New York State, Pennsylvania and Ohio 
to carry a high-grade line of children’s 
— Welt play shoes carried in 
stock. 


Berkshire Footwear Corp. 
Holliston, Mass. 











WE have territories open for several good 
salesmen for our line of shoe store 4 
sories, strictly commission, < a libe 

Fall season opens in August. E. T. GILBERT 
MFG. CO., Rochester, N. Y. 





ANTED—Salesmen with established trade 

to carry a medium priced infants’, chil- 
dren’s and growing girls’ turns in Chicago and 
Middle West. Commission basis, reference in 
first letter. Address D-12, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WANT salesmen with established trade in 

Washington, Orcgon, the Inter/Mountain 
States, Kansas, Colorado, Arizona, New Mex- 
ico, Indiana, Michigan, Wisconsin. nie grade 
stitchdowns, infants’ to misses’. oats 
turns infants’ to growing irls’, — Covered 
heels, all widths. Best sellers in stock. 
Straight 7% commission. Give main line as 
reference. J. S. ZULICK & CO., Orwigs- 
burg, Pa. 


SALESMEN WANTED 


One of the largest and best known manu- 
facturers of Boys’ popular priced quality 
Goodyear Welts wants commission sales- 
men. Full commission paid on all ac- 
cepted business. The following territories 
are open: No. 1——-Texas. No. 2—Georgia 
and Florida. No. 3—Nebraska. No. 4— 
North and South Dekota. No. 5—New 
Mexico and Arizona. No. 6—New Eng- 
land except Connecticut. Answer D-6, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








Milwaukee Stitchdowns 


Complete line children’s stitchdowns from 
baby’s to misses. Seventy-two numbers 
in stock. Popular prices. Several choice 
territories open. Address D-11, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








SALESMEN 


Salesmen with established trade to cover 
the following territories: 
Maryland Georgia 
Delaware Florida 
West Virginia North Carolina 
Virginia South Carolina 


Kentucky Alabama 
We manufacture a high grade line of 
men’s and boys’ service shoes. 

This is an excellent opportunity to make 
a profitable connection. 


GOODWILL SHOE COMPANY 
Holliston, Mass. 








[ts a cinch to sell men’s Fabricoid slippers 


at 60 cents and women’s at 57% cents less 


the discount to jobbers and quantity users. 


Entire open to 
COLUMBIA SLIPPER co., 


country good 


New York. 





The Boardman Shoe Company 
has openings in Middle West and the 
South for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564, 
Atlantic Ave., Boston, Mass. 














POSITION WANTED 





salesmen. 
433 Broome St., 


OSITION WANTED:—Live wire; buyer and 


po com or popular price. 
yy C-981, 


merchandiser, knows all markets, 
Can produce 


care Boot and 


turnover 


207 South St., Boston, Mass. 





ALESMEN WANTED—To sell side line 

all leather first step shoes 1/5; stitchdowns 
and goodyear welts 5/11; novelty, popular 
priced, quality shoes; all in_ stock. 79% com- 
mission. MAIZE SHOE COMPANY, 
Rochester, N. Y. 


ASHINGTON, Oregon, California, Gulf, 

Florida, Oklahoma, Northern Texas, Minne- 
sota, Wisconsin, Iowa, Nebraska. Western 
Pennsylvania and Ohio. Fast repeating beauti- 
ful line infants’ flexible turns, 28 numbers, 
all in stock. No unpacking, instant display on 
opening case. Straight 7% commission. Give 
main line as reference. SCHUYLKILL SHOE 
COMPANY, Orwigsburg, Pa. 


ALESMEN — Experienced, active leather 

salesmen to sell as side line new fabric for 
ladies’ shoes. Commission excellent opportunity. 
Write details D-8, care Boot and Shoe Recorde~, 
207 South St., Boston, Mass. 











ANTED—Salesman with established trade 

to sell up-to-date line of children’s and 
misses’ turn and stitchdown shoes, commission 
basis. State references with application. Ad- 
dress D-7, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Information for Shoe Merchants 


The advertising pages of the Boot and Shee 
tee 22 Cat Sete oe 
ee a bey. 


to and what to 
ay ER 





closest attention. 








Y 


tion with 
i care Boot an 
ee 


OUNG man, Philadelphia _ resident, 


forme 


either 
Highest type refer- 
and profits 
Shoe Recorder, 


vy 


in business for himself, desires selling posi- 


jobber or manufacturer. Addr 


Boston, Mass. 





selling shoes. 


of 


ANTED—Position as buyer, manager 


d Shoe Recorder, 207 South 


+ 


assistant of shoe store or shoe department 
Twenty years’ experience in buying, fitting and 


—— of responsibilities. 


references. 


3est 
get together now. 


Let’s 
HEIDENREICH, North Seventh St., 
Vincennes, Indiana. 





UYER 


shoe department. 
years old. 
manager of 
large city. 
Recorder, 207 South St., 


manager. Experien 
desires connection with ret 
8 years’ experience. 
Best of reference. 
priced store 


and store 


executive 


Married. 
ladies’ popular 
Address B 
Boston, Mass. 





FOR RENT 





1 


nm 
-5, care Boot and Shox 








OHIO 
DAYTON, OHIO—For rent, beautiful store- 
room. 100% location. Particularly suitable 
for millinery or women’s shoes. Ideal loca- 
tion for medium and better class of merchan- 
dise. Reasonable rent. For further partict- 
lars wire or write 


Box MD514, 8 E. 13th St., N. Y. 
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SALES SERVICE SALES SERVICE STORE SUPPLIES 














We Will 


DELIVER SALES 


-To Manufacturers of Women’s Shoes 
Moderately Priced — Well Styled! 


We offer a complete Sales Service to manufacturers of women’s, misses’ and 
children’s shoes, going direct to jobbers; chains and group buying retailers. A full p | CATALOG 
and thorough sales representation on a commission basis. If you are interested in : 4 
VOLUME BUSINESS, write for full information. 
Address D-14 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 


EVERY 
KNOWN TYPE 
f 


DISPLAY FIXTURE 
































BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 





Professionalize Your Service,—Study 
PODIATRY CHIROPODY 
A School in Boston, Massachusetts 


Customers everywhere want profes- profession can be studied in carefully 
sional advice on the scientific treatment supervised clinics. Special clinics for 
of their feet. Progressive shoe mer- children, industrial employees, etc. En- 
chants are gaining more customers and trance requirements—4 years’ high 
selling more shoes by offering this new school or equivalent. Write for cata- 
personal service. Study Podiatry. This log. Administration Office. 
interesting, independent and _ lucrative 


SCHOOL OF PODIATRY 
473 Beacon Street, Boston, Massachusetts 


| 





i 


uf 
3 




















LINE WANTED FOR SALE 








VAILABLE in September. Energetic ex- 
perienced footwear salesman with thorough FOR _TRADE—200 acre Illinois fruit and 
knowledge of all lines. Well developed follow- grain farm. Good location for general store. 
Address D-10, care Boot and Shoe Recorder, 


er and 
either 
refer- 
rohts 





ing in Maine. References well known con- 
cern. Seeks reputable manufacturers’ line. 
Address C-979, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMAN NEW YORK STATE 
AND PENNSYLVANIA 


Desires live line women’s shoes. Hard worker 
—first class references. Knows all the best 
trade. Address D-13, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














FOR LEASE 


ADIES’ and children’s shoe department space 

available on lease basis in a new St. Louis 
department store which will open about October 
Ist. Location has been tested and presents un- 
told possibilities for a progressive shoe man 
who is financially responsible. Address D-9, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 








Family Shoe Store For Sale in 
Brooklyn, N. Y. 


Very reasonable rent. Wonderful lease. 
Good reason for selling. Inventory 
$7500. Address D-17, care Boot and 
Shoe Recorder, 239 W. 39th St., New 
York City, N. Y. 








207 South St., Boston, Mass. 








WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 











Sell Us. Your Left Over 


New York Export Purcnwasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 








LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34 TST. N.Y.C. 
Phone WISCONSIN 8130 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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MERCHANT NEEDS 


MERCHANT NEEDS 


MERCHANT NEEDS 

















Stop—Read This Out Loud 








WINDOW DISPLAY FIXTURES 
CATALOG 


chi tia 








Nuun SALES ARE MADE ON THE ta 











Write on Your Letterhead 


The Oscar Onken Co. , cincinnati,O. 


No. 611 W. 4th Street 

















New & Used Chairs 


Handsomely 
upholstered, 
Mulberry 
color. Orig- 
inal cost, 
$11.50. Used 
3 months. 


Price. . . $6.50 
Other _ styles 


on hand. 
Prices range 
upward from 


$1.75. 
Shipments 


anywhere, 
packing extra. 


Crown Motion Picture 
Supplies 


729 Seventh Avenue, New York 
3rd Floor 


GLASS EYES 











GLASS EYES 
For Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
poses. 

G. SCHOEPFER 
16-18 W. 386th St. 

NEW YORE 











STORE SUPPLIES 














‘wi N NDOW 
DISPLAY FI FIXTURES 


SEGALLES SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG, 





Milbradt 
Ladders 


Made for 40 years 
=| by the original in- 
| ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 








ESTABLISHED 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-271 LEXINGTON AVE, BRODKLYN. we 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


Re 


e 
ed 
fe 


This colonial 
ornament with 
satin or patent bow 
makes a new pattern 
out of operas or step ins. 
Sold by leading New York 

Supply Houses. 


Superior Shoe Ornament Co. 
394 Ralph Ave., Brooklyn, N. Y. 





Tanners as Travelers 


BosTtoN—A number of tanners have 
traveled overseas this season. Willis R. 
Fisher, president of the A. C. Law- 
rence Leather Co., is in the markets of 
Europe. 

Hon. Frank G. Allen, president of 
Winslow Bros. & Smith Co., leather 
merchants, and lieutenant governor of 
Massachusetts, returned recently from 
England. 

Maurice Limon, of Strauss, Limon 
Co., tanners, of Peabody, recently ar- 
rived from Europe. He visited the 
Leather Sellers’ College in London, 
where he learned the chemistry of 
leather making some years ago. 

Max Korn, of the Korn Leather Co., 
Peabody, is prolonging his visit to 
Europe until mid-September. Ernest 
Woelfel of Woelfel, Cox Embossing & 
Decorating Co., Peabody, arrived home 
the other day. Both Mr. Korn and Mr. 
Woelfel attended the international Ro- 
tary a at Ostend, Belgium. 

George D. Morse, Jr., of the Morse 
Blacking Co., of Peabody, makers of 
finishes for leather, is home from Eu- 
rope with a report of much activity of 
tanners there, especially in export 
fields. 

Percy R. Greist, vice-president of the 
Turner Tanning Machinery Co., of 
Peabody, is at the Paris factory of the 
Company, and is expected home in Sep- 
tember. 

James F. Toomay, of Toomay & Co., 
Ine., Boston merchants in leather and 
shoes, returned from Europe on the 
Leviathan the other day, completing 
his fourteenth trip on that big boat 
and his 108th voyage across the At- 
lantic. 


Mrs. Martha Arnold Is Dead 


NORTH ABINGTON, Mass.—Mrs. 
Martha Arnold, widow of Moses Noyes 
Arnold, founder, and mother of W. 
Percy Arnold, president and treasurer, 
of the M. N. Arnold Shoe Co., died 
at her home, here, on Aug. 16. Sh: 
is survived by her son, W. Perc) 
Arnold, and three daughters. 
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% 
These Boudoirs 


are well liked everywhere and have been 
popular for many years because they are 
well-made, sensible styles such as women 
prefer for the home. Made of black or 
colored kid, carried in stock with leather 
or rubber heels. Your 
jobber should have them. 
If he does not—write us. 


IN 
STOCK Deliveries At Once 


36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


Da fons A NEW SENSATION BY CAPEZIO! 
Flapper heel, Patent Leather, One-Straps 
FINE TURN SHOE MAKING 


BANS In-Stock $4.25 


anos A new one-strap created by Capezio for misses and 

Ni women, on round-toe last with 9/8 wood heel. A 

i ‘ very popular number with big price appeal. 

~J er! IN STOCK in a Leather and Black Kid 
4.25 


LB Sizes 1-8, Widths A to D Extra widths and 


























other materials to order 


SEND FOR SAMPLES 


30 Lines — Men's House 7a 2D 
Slippers. Always in stock. CS 
Price Range $2.25 to $4.25. 
No. 444 — Patent Brighton. 
Red Kid Lined $3.25. 











Established 1887 


209 West 48th Street New York City 


MADE ON RIGHT AND LEFT LASTS 


Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 


Write for oomplete catalog 
( a 


a a 
SHOE Far &..& 
io.6Street Philadelphia, Pa. 


Recorder “Selling Messages 


WITH YOUR ORDER THREE YEARS AGO “HOSIERY” 
4 beautiful gold or silver two-tone polychrome easels started to preach that text to an audience 


“The Place to Sell Hosiery Is the Shoe Store” 


of over 10,000 attentive shoe merchants. 

The sown seed is growing with amazing 

EACH MONTH FOR A YEAR rapidity. All _— the ye —_ mer- 

8 handsome hand designed and strikingly decorated pon ng “Each — F - “idea grows 
cards, each with a real up-to-the-minute selling message. bigger. 

So we say to you—the place to sell 

600 PRICE TICKETS hosiery easily, is to the shoe merchant. 
100 sent every sixty days to harmonize with cards. The Boot and Shoe Recorder, through this 


Hosiery section, offers a direct approach 
ORDER NOW to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 


with your store initials hand embossed. 


—— 
+ + 


a 
_—— 


Recorder Show Card Department 
189 W. Madison St., Chicago, Illinois 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


By National Merchants 


A Telegraphic Survey of Style at 
the Opening of the New Season. 


Ir I Hap My Way 
What a Store I Would Build. 


THE VOICE OF THE RECORDER 


THE WORLD NEEDS MorE Foot Care By Dr. Joseph Lelyveld 
A Professional Viewpoint. 


How BEN LINDGEN GOES AFTER 
CUSTOMERS ‘ 


SMARTNESS Now READY-MADE 


TEACHING THE weseues TO WANT 
MorRE SHOES . 
A Clothing Viewpoint. 


Too MUCH OF THE Goop THING.... 
More Brown Needed. 


St. Louis PAGEANT OF FASHION.... 


WHo’s WHO ON THE ROAD 
News of the Travelers. 


New Ideas from All Over 


Opinions of the Editor 


A Story With a Point 
Suits and Shoes 


By A. G. Peine . 
By A. B. Mallory 


A Brilliant Affair 
By Helen M. Haney 


A Monthly Feature 
About Retailers 


SHOE STORE SERVICE 


SHOE MARKET NEws 
OTHER REGULAR FEATURES 


GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SoutH STREET, BosTON, MAss. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT GEORGD W. R. HILL 
Treasurer Vice-President 


H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 








ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 


A. C. PEARSON Cc 


Hucu M. Bowzn 
Owzgn A. THOMAS FAHRENDORF 


HARLES H. FuRBER 
R. D. NoRTHROP P. M. 








SUBSCRIPTION RATES 
The subscription ie of the Boor anp SHom Reoorpme: is $3.00 for one r in advance, which 
includes the United States, its Canada, co, Spain and its colonies 
(excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN sunadmavusaih-ane price we all foreign countries except the above is $6.00 per 
year including postage. 
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A buying guide to 


Aronson Bros. Shoe Co., Inc., Boston 


Ault-Williamson Shoe Co., Auburn, Me.. 24 


Slipper Co., Inc., Brooklyn, in 


Blog Shoe Co., New York City 

Brockton Co-operative Boot and Shoe Co. 
Brooks Shoe Mfg. Co., Philadelphia, Pa. 
Boyd Welch Shoe Co., St. Louis, Mo... 
Brown Shoe Co., St. Louis, Mo. 

Burrows Shoe Co., Rochester, N. Y. 


Cantilever Corp., Brooklyn, N. Y 
Capezio, New York City 

Capital Shoemakers, Inc., St. Louis, Mo. 
Central Shoe Co., St. Louis, Mo 


Clapp, Edwin, & Sons, Inc., E. Wey- 
mouth, Mass. 


Cohen, Samuel, Shoe Co., 


Commonwealth Shoe & Leather Co., 
* Whitman, Mass. 


Conrad Shoe Co., Brockton, 
Colt-Cromwell Co., New York City 
Coon, W. B. Co., Rochester, N. Y 


Duane Shoe Co., New York City 


Edwards, J., & Co., Philadelphia. ...4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.. 93 
Emerson Shoe Mfg. Co., Rockland, Mass. 
Endicott-Johnson Corp., Endicott, N. Y.. 
Evans, L. B., Sons Co., Wakefield, Mass. 


Ferris Shoe Co., Philadelphia, Pa 

Ford, C. P., & Co., Rochester, N. Y 
Friedman-Shelby, St. Louis, 

Greeley, A. W., & Co., Haverhill, Mass. . 
Ground Gripper Shoe Co., Boston, Mass. . 


Hood Rubber Products Co., Watertown, 


Jellerson Rafter Co, Norway, Me 


Lape & Adler Co., Columbus, O 
Leavitt, Geo. B., Co., Farmington, N. H. 
Lilly, Henry, New York City 

Lyons & Comgane, New York City 


Marathon Shoe Co., Wausau, 

Mayer, F., Shoe Co., Milwaukee, Wis... . 
Menihan Co., Rochester, N. Y. 
Metropolitan Slipper Co., New York City. 
Miller Rubber Co., Akron, O 


Nettleton, A. E., Co., Syracuse, N. Y....20- 
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Packard, M. A., Co., Brockton, Mass.... 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y 


Piekenbrock, E. P., & Sons Co., Dubuque 
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91 


3rd Cover 


Rauh, S., & Co., New York City 
Reynolds, Bien F., Brockton, Mass 
Richards & Brennan Co., Randolph, Mass. 
Roberts, Johnson & Rand, St. Louis, Mo. 


a & Rosenberg Shoe Co., ommend P 


Schwartz & Herder, Inc., Philadelphia, Pa. 
Selby Shoe Co., Portsmouth, O.... 
Sherwood Shoe Co., Rochester, N. Y.... 
Sinbac, Chicago, Il 

Smith, Wm. Sumner, Chicago, II 
Stacy-Adams Co., Brockton, Mass 


Stetson Shoe Co., Inc., South Weymouth, 


Swan Shoe Co., 


Thomson Crooker Co., Boston, Mass.... 


Teeple Shoe Co., Waupun, Wis 


United States Rubber Co., New York City 
Weinbrenner, Albert H., Co., Milwaukee, 


Wright, E. T., & Co., Inc., Rockland, Mass. 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Inc., Philadel- 
phia, 


Armstrong Cork Co., Lancaster, Pa 
Beggs & Cobb Co., Boston 
Creese & Cook Co., Boston 


Evans, John R., Co., Camden, N. J 
Everlastik, Inc., New York City 


Levor, G., & Co., Gloversville, N. Y..... 


New Castle Leather Co., New York and 
Boston 


Respro, Inc., Providence, R. I 


Schwarsenbach, Huber & Co., New York 


Front Cover 


88 


Snyder, H. S. & M. W., Boston, Mass.. 100 


Sterling Fibre Board Co., New York City 


United States Leather Co., New YorkCity .22- 


23 





West =” Pulp and Paper Co., New 
York Cit 

FINDINGS AND SHOE STORE SUPPLIES 

Adler-Jones Co., Chicago, II] 


American Seating Co., Chicago, IIl 


“= Motion Picture Supplies, New York 
t 
Frankel Display Fixture Co., New York 


Goodwin, C. L., & Co., Inc., Worcester, 
" 72 


Grand Rapids Store Equipment Co., Grand 
Rapids, Mich. 


Kawneer Co., The, Niles, Mich 


Lyons Hose Protector Co., Omaha, Neb. 


Manolis Mfg. Co., Chicago, Ill 

Milbradt Mfg. Co., St. Louis, Mo 

Myers, F. E., Bros. Co., The, Ashland, Ohio 
Onken, Oscar Co., Cincinnati, Ohio 


Reflector & Illuminating Co., Chicago, Ill. 


Schoepfer, G., New York City 
Scholl Mfg. 
Segall & Co., Philadelphia, Pa 


Co., Chicago, Ill 


Superior Shoe Ornament Co., Brooklyn, 
N. Y. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSING, ETC. 


Beckwith Co., The, Boston 2nd Cover 


Everett & Barron Co., Providence, R. I. 26 


United Fast Color Eyelet Co., Boston. ..67-68 


United Shoe Machinery Corp., Boston... 65 


MISCELLANEOUS 


Central Mfgrs. Mutual Ins. Co., Van Wert 


Illinois College of Chiropody, Chicago, Ill. 


Kirsch-Blacher Co., Inc., New York City. 
Kluge, E. H., Weaving Co., New York City 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 


New York Export Purchasing Corp., New 
York City 
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Next Week 


you will find 
in the 


Boot and Shoe 


Recorder 


HE flapper age is passing. Style 

is becoming more feminine and 
more mature, and the shapely woman 
is in the new picture of style. This 
means soft, drapy fabrics in plain 
silks. The skirt hems are unusual 
in side sweeps, often as low as the 
ankle. 


OSTUME mode is changing and 

elaborateness is in trimmings. 
There is a possibility of a wide di- 
versity of shoe designs from pumps 
to gore centered straps. Material 
and color of shoe determines the 
style. 


ATTERNS are _ conservative. 

Even oxfords must show a 
feminine touch. These highlights 
indicate our greatest opportunity for 
Sept. 3 style issue. Particular 
emphasis is placed on men’s styles, 
for this year promises to be the 
greatest masculine footwear year be- 
cause three definite style trends are 
uppermost. Namely, the American 
broad toe movement, the custom last 
demand, and the English influence, 
The fight is to sell at least one pair 
of tans to every pair of blacks. 
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> 
“Over Fifty Years of Service” 
What Protection First— 
then What Price? 


The fundamental idea of insurance is protection 
—originally only in replacement of loss, but now 


Patent Leather in prevention of loss as well. Unless insurance 

provides adequate protection, it fails in its pur- 
pose and is scarcely worth buying. After proper 
protection has been assured—and only then—give 


and Embossed consideration to the matter of cost. 


Central insurance protects—adequately—both be- 
Le h fore and after loss, and our dividends to policy- 

at er S holders represent an actual saving of 30% in their 
insurance cost. 


Write for further information dbout the 
high quality protection and the low cost 
which Central offers on approved risks. 


A Friendly 


that blend with _— 
: Be" oCENTRAL 


Patent are having Manufacturers Mutual Insurance Company 





the call today. Fire and Automobile Insurance for Select Risks 














IMPORTED — ENGLISH 
Our black glazed , Riding Boots 


and mat cabrettas IN STOCK 


o h h ki d Perfect fit and perfect shape 
give a snoe Ls at 1 are the charasteristic features 
of these British boots. The 
long time English process 
appear ance, yet they tanned leather used in these 
boots assures durability and 
bd comfort. And they are put 
sell at a price. together by real bootmakers 
who have devoted a lifetime 

to this work. 


MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 


Sizes 3 to 8 
Widths A to D 
Brown or Black 
Willow Calif 














We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains, riding crops. 
Also—leather puttees in large variety. Send for catalog 


BOSTON | nc mcSSEE ROMY 9 
63 SOUTH STREET aaedemaion iene 























